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FDR Admits Need for Wagner Act Changes 





Sparks 


Pontiac’s Powwow 
Closed Territory 
Few Infringements 
Polarized Glass 
sor 


By 


Chris Sinsabaugh 












HIEF PONTIAC has called a 
powwow for Monday, Tues- 
day and Wednesday of next 


week. The big 
teepee in the 
village will 
house. the 
braves, who 
come in from 
the war path 
to fit in the 
smoke of the 
council fire and 
discuss plans 
forthe 1939 
campaign and 
look at the new 
vehicles they 
are going to exchange for wam- 
pum when the fighting starts. 
The braves who will come in 
to change their war paint will 
include 34 dealers from five dif- 
ferent sections, four regional 
managers, 22 zone managers and 
16 assistant zone managers. It’s 
an old Indian custom, this an- 
nual foregathering, and_ the 
words of wisdom that will be 
heard during the powwow are 
expected to encourage them to 
do a bigger and better job of 
scalp-lifting than in the season 
which now is dying. 
* ES * 

PONTIAC BRAVES will dis- 
cuss many things, one of which 
is close to their hearts—closed 
territory, which is Tex Simp- 
son’s credo, for when the present 
general sales manager took over, 
one of the first things he went 
to work on was a closed terri- 
tory clause which he wrote into 
the 1937 contracts, a most radi- 
cal departure from _ previous 
practice in the industry, one for 
which Simpson is given credit 
for being one of the pioneers in 
the switch. Now, after nearly 
two years of working along these 
lines, Simpson is perpared to 
tell the braves what the change 

(Continued on Page 8, Col. 3) 
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Labor Leaders Favor Move 
As a Way to Ease 
Public Opposition 





By William Ullman 
Washington Correspondent, AN 


WASHINGTON. — The 
National Capital this week 
heard with undisguised in- 
terest—and in most quarters 
with keenest satisfaction — 
that the administration finally 
has decided to act upon the 
mounting tide of protests against 
the lopsided working of the 
national labor relations act. 


At a press conference at Hyde 
Park, President Roosevelt stated 
that he had agreed with William 
Green, president of the AFL, 
that the law should be “clari- 
fied.” He said that there was a 
strong likelihood that the legjs- 
lative changes would be sought 
at the forthcoming session of 
Congress, but added that he had 
no specific alterations in mind 
and that in his talk with Green 
the subject had been discussed 
in general. 


President Roosevelt also said 
that before any changes are pro- 
jected, conferences will be held 
to ascertain the views of all ele- 
ments involved in the adminis- 
tration of the Wagner act; name- 
ly employers, labor unions, and 
representatives of the NLRB. 

The President also commented 
that some unforseen contingen- 
cies had arisen in the adminis- 
tration of the law and that now, 
after three years of experience, 
it is apparent some amendments 

(Continued on Page 3, Col. 1) 





Grant Predicts 
Car Sales Rise 
Of 25% in 1939 


LOS ANGELES.—Predictions 





that 1939 automobile _ sales 
throughout the nation would ex- 
ceed those of 


thecurrent 
year by 25 per 
cent or more 
and that Gen- 
eral Motors 
Products would 





barti¢ {f- 
oate_ propor- 
tionately in this 
marked in- 
crease, were 
made here this 


Grant 


R. H. week by R. H. 
Grant, GM vice 
president in charge of sales. 
His forecast, which is 
authoritative data compiled 


Page 3, Col. 5) 


based 
on 
Continued on 
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ERSTWHILE RIVETER William S. Knudsen, now president of General 
Motors, places a rivet in the steel framework of the corporation’s “High- 


ways and Horizons” 


exhibit building at the New York World’s Fair. 


Knudsen’s introduction to industrial methods in the United States was 
through a job as a riveter many years ago in a shipbuilding plant in 


Brooklyn, N. Y. 


NADA Directors to Hear 
Report on By-Law Changes 


DETROIT.—A special meeting 
of the board of directors of the 
National Automobile Dealers 
Assn. has been called for Sept. 
26 at Detroit, when a report of 
the findings of a committee, 
named to study changes in the 
by-laws and constitution of the 
association, will be presented. 

This committee was named as 
the result of a resolution adopted 
at the annual meeting in April, 








The Top Ten 


PASSENGER CARS 
First Ten in Registration as 
Reported in AN Today: 


1938 1937 
Pos. Make Pos. 
1—-275,041 Chev. 483,195— 2 
2—233,566 Ford 572,837—1 
3—158,194 Plym. 310,530— 3 
4— 92,651 Buick 124,508— 7 
5— 62,641 Dge. 170,416— 4 
6— 57,416 Pont. 138,884— 5 
7— 54,252 Olds. 127,154— 6 
8— 29,211 Pack. 66,296— 8 
9— 28,888 Chrys. 56,536—10 
10— 23,968 Hud. 62,207— 9 
Total All Makes 
1,115,237 2,343,618 
For complete standings of all 

makes, see Page 13 this issue. 
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and the report was to have 
been made by Aug. 26. 

In explaining this delay, E. 
M. Lied, president said: 

“More than a year ago I ap- 
pointed a committee of our 
board of directors to study 
changes in the constitution and 
by-laws. This committee pre- 
pared a report for submission at 
the April meeting. At that time 
it developed that additional 
(Continued on Page 2, Col. 2) 





July Car F inancing Drops; 


Inventories Cut 
By 190,000 Units 
Since Start of 38 





Less Than Five Weeks’ 
Supply Estimated to Be 
Now on Hand . a 





By William C. Callahan 
Managing Editor, AN 


DETROIT.—A sharp _ re- 
duction in dealer inventories 
since the first of the year is 
revealed in the July factory 


sales report of passenger 
cars and trucks in the United 
States and Canada, released this 
week by the Department of Com- 
merce. 

This report shows a total for 
the month of 150,444 units, of 
which 141,437 were produced in 
the United States and 9,007 in 
Canada, bringing the total for 
the year to 1,456,476 as compared 
with 3,227,266 in the same per- 
iod a year ago. 

4 Of the United States produc- 
tion in the passenger car field 
in July, 96,975 units went into 
the domestic market and 9,866 
were exported. This brought 
the total production of passenger 
cars for the domestic market 
during the first seven months 
of the year to 924,060, against 
domestic registration of 1,115,237 
for the first six months plus 45 
state reports for July. This 
means a reduction in dealer 
stocks since the first of the year 
of 190,177 passenger cars. 

Just what the carry-over as of 
Jan. 1, 1938, totaled is difficult to 
determine. Domestic registra- 
tions during the closing five 
months of 1937 reached 1,121,- 
629, against domestic production 
during the same period of 1,581,- 
708. This would indicate a car- 
ry-over of 460,079 units. 


If the reduction in inventor- 
ies during the first seven months 
as indicated by these figures is 
correct, dealer stocks at the end 
of July this year were in the 

(Continued on Page 2, Col. 1) 








Decline Shown in Exports 


WASHINGTON.—Retail sales, 
financing of new passenger auto- | 
during July showed a} 
60 per cent decrease in dollar } 
volume from July of last year | 
and was 64 per cent under July, | 
1936, the U. S. Census Bureau dis- 


closed late this week. The de- 
cline from June was about 9! 
per cent, the department esti- 
mates, which was 1.7 le than 
last year. 

Simultaneously, the Commerce 
Department made public statis- | 
tics covering the export of mo-| 


or vehicles, and accessor- 


part 


ies during the first seven months 
of this year. These showed that 
a total of $172,038,000 worth 
were shipped to foreign lands 
against $205,527,000 worth dur- 
ing the corresponding period of 
last year. 

The exports this year were 
101,532 passenger cars, valued at 
$63,582,000, against 142,394, val- 
ued at $83,193,000 in 1937. This 
year 73,175 trucks and_ buses, 
valued at $46,728,000 were ship- 
ped, against 91,375, valued at 
$52,661,000 in the first even 
months of last year. 
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neighborhood of 269,000, which 
will be reduced to a minimum 
during August and September, 
with production down in most 
plants and sales continuing the 
firm tone shown in July. 
Commercial car _ production 
in the United States for July 
totaled 34,596, of which 26,483 


Plan Additional 
N. Y.Show Space 
Division Sept. 10 


NEW YORK.—The next al- 
lotment of accessory and shop 
equipment space at the Nation- 
al Automobile Show will be 
made Sept. 10, it was announced 
this week by Alfred Reeves, 
manager. 

With practically all passenger 
car and truck space taken and 
many leading accessory, parts 
and shop equipment manufac- 
turers represented, Reeves said, 
a few better spaces remain 
available. 

The space, located on the third 
floor of the Grand Central Pal- 
ace along with trucks, diesel 
power section, is $1.50 per 
square foot, which includes dec- 
orations, furniture and other es- 
sentials. 

First and second floors* will be 
devoted to passenger cars, while 
the fourth floor will show trail- 
ers, accessories and safety fea- 
tures. 


U. S. Car Makers Seen 
Benefiting from Pact 


WASHINGTON.—Word reach- 
ed Washington this week that 
American motor car manufac- 
turers will be among the indus- 
tries benefiting most under the 
reciprocal trade agreement now 
in process of negotiation between 
this country and Great Britain. 

According to these advices, 
tentative British concessions 
would give American automo- 
biles a 10 per cent preferential 
over those of all other foreign 
nations, except, of course, those 
coming from other parts of the 
British Empire. The existing 
British duty on foreign cars is 
33% per cent. 


Perry L. Tenney 

LANSING. — Rites were held this 
week for Perry L. Tenney, 55, sales 
engineer for the diesel division of 
the General Motors Corp., who died 
at his East Lansing home early Mon- 
day morning. Mr. Tenney’ was 
formerly research engineer for the 
Olds Motor Works. 
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Dealer Stocks Slashed 190,000 Units Since Jan. | 


Less Than Five Weeks’ 
Supply Now on Hand 


(Continued from Page 1) 


went into the domestic market 
and 8,113 were exported. This 
brought the total truck produc- 
tion for the domestic market this 
year to 216,583, against domestic 
registrations of 224,642 which 
also reveals a sharp increase in 
inventories since the first of the 
year. 

On the basis of July output, 
the industry will have to pro- 
duce better than 800,000 units 
during the remaining five months 
of the year in order to reach the 
estimated total of 2,250,000 for 
1938. Last year during the clos- 
ing five months of the year the 
industry’s output totaled 1,581,- 
708, which would indicate that 
the expected 2,259,000 for 1938 
is conservative. 


NADA Directors 
To Get Report on 
By-Law Changes 


(Continued from Page 1) 
changes were desired by some 
dealers, some of which might 
affect the foundation and struc- 
ture of the association. 

“The committee considered 
the proposed changes so drastic 
that it recommended further 
time in which to weigh them. 
The result was that the conven- 
tion adopted a resolution in- 
structing the president to ap- 
point a new committee to con- 
sider proposed revisions. The 
report is almost compiete at the 
present time and, while its pre- 
sentation will not come within 
the 120 days specified in the 
resolution, it is more important 
in my estimation that this im- 
portant work be done thorough- 
ly than quickly. 

“After the meeting of the 
board of directors, members 
will be fully informed of its ac- 
tion and future plans.” 

Colo. Motorists Average 

727 Gallons of Fuel in ’37 

DENVER. —FEach automobile 
owner in Colorado, if he is an 
average driver, used 727 gallons 
of gasoline in 1937, according to 
figures just compiled by State 
Treasurer Homer F. Bedford. 
Last year motor vehicle owners 
in Colorado purchased 222,297,- 
891 gallons of motor fuel for 
305,585 vehicles. 

“The purchases, which were 
7.95 per cent greater than in 
1936, were in line with a steady 
increase in gasoline used since 
1913,” he said. 





Used Car Prices Reversing 


Usual Trend, NADA Reports 


DETROIT. — Contrary to the 
usual seasonal trend, used car 
prices are showing a tendency 
to remain stationary this month 
instead of declining, according 
to data gathered by the National 
Automobile Dealers Assn. 

Usually in Augus’*. there is a 
marked downward trend in used 
ear selling prices. This is largely 
due to the usual heavy inven- 
tories held by dealers and the 
clean-up of current year models 
at reduced prices. The situation 
is particularly applicable to 1935, 
°36, and ’37 models. 

“This year,” stated A. N. 
Benson, general manager of the 
NADA, “with new car and truck 
sales off approximately 50 per 
cent from last year, automobile 
dealers have handled only half 





as many trade-ins as they did a} 
year ago. At the same time, used} 
car sales have held up somewhat | 
better, with a reduction in vol-| 
ume of around 33 per cent from| 
a year ago. These two factors! 


combined are believed largely 
responsible for the present sta- 
bility in used car values.” 

It is recognized that the supply 
of used cars available for sale 
to used car buyers is largely de- 
pendent, in a replacement mar- 
ket, upon the sale of new auto- 
mobiles. At the same time, large 
numbers of older models in use 
have been wearing out at a 
steady pace and going to the 
junk pile. 

This has contributed to 
demand for transportation, es- 
pecially among the lower in- 
come groups who require auto- 
motive facilities as a necessity 
today. Due to business condi- 
tions, Benson said, it will un- 
doubtedly prove true that many 
persons who formerly owned 
automobiles in this large group 
have had to forego 


the 


ATTENDING A LUNCHEON at the New York World’s Fair, given by GM President William S. Knudsen, 
was a group of automotive and highway pioneers. Left to right, (standing), Arthur Lee Newton, veteran New 
York car dealer; Dwight B. Huss, driver of ‘Old Scout” winning car in the 1905 transcontinental automobile 
race, New York to Portland, Ore.; Alfred Reeves. general manager of Automobile Manufacturers Assn.; Thomas 


P. Henry, president, American Automobile Assn.; Knudsen; 


David Beecroft, veteran publisher and writer in 


automotive trade paper field; Augustus Post, member of the AAA contest board which handled the famous 


Glidden tours in the early years of this century; George C. 
builder and member of New York road department in 1894. 


Diehl, 


former AAA president and pioneer road 
Seated, left to right, William J. Morgan, who 


originated the Ormond-Daytona Beach races and the Mt. Washington “Cloud Climb” races; and Duncan Curry, 
who until he retired several years ago, was the oldest writer on automobile topics on the daily press. 


Graham Meeting to Discuss 
Unusual ’39 Sales Plans 


Junking of Trade-ins 
Hit New Low in ’37 


WASHINGTON.—A ten- 
year low was hit in 1937 
in the percentage of trade- 
in used cars junked by au- 
tomobile dealers, accord- 
ing to the National Assn. 
of Sales Finance companies. 


In 1937 only 7.7 per cent 
of trade-ins were junked, 
the lowest since 1927. In 
the four depression years, 
1930-1933, 13 to 14 per cent 
of the trade-in cars were 
junked by dealers. In 1934 
the junkers dropped to 8.1 
per cent. In 1935 they stood 
at 8.9 per cent and in 1936 
at 10.8 per cent. 


Fuel Marketing 
Draws Fire of 
*Trust-Buster’ 


WASHINGTON.—The question 
of whether the federal govern- 
ment is going to attempt to make 
the marketing of gasoline a 
public utility was _ seriously 
raised here this week when 
Thurman Arnold, assistant at- 
torney-general in charge of the 
department of justice’s anti- 
trust division, said in a radio 
address that “Congress might 
well consider that the market- 
ing of gasoline has become a 
public utility.” 

Observers in the capital point 
out that the administration’s 
so-called ‘“trust-buster” appar- 
ently was basing his “‘feeler’” on 
the theory that independents in 
the oil field are suffering from 
monopolistic practices on the 
part of the larger corporations. 

It was further noted that if 
congress decided that the mar- 
keting of gasoline was subject 
to federal jurisdiction, it prob- 
ably would go further and 
regulate the manufacture of the 
commodity as well. 

Whether congress will con- 
sider Arnold’s suggestion is a 
question which cannot be ans- 


wered definitely at this time, al- | 


though most observers hold that 
the chances of such action in 
the near future are slight. 


Tag Sales Up 10,000 


CHEYENNE, Wyo.—Employes of 
the secretary of state’s office here 


ownership | this week announced that automobile 


during the current year. They| license sales records, now being com- 


will, however, re-enter 
market as soon as economic con- 
ditions permit. 


the | piled, will show an increase of ap 
| proximately 10,000 so far this year as 


compared with the same period of 


1937 


DETROIT.—First 
on a new and unique merchan- 
dising plan, which is part of 
Graham’s 1939 sales program, 
will be given district managers 
from all parts of the country on 
Monday at the start of a three- 
day meeting to be held at the 
Graham factory. 

Included in the merchandis- 
ing plan is an unusual discount 
schedule, which is reported to 
be one of the most liberal in 
the industry. No details would 
be revealed by Walter F. Wright, 
general sales manager, prior to 
the time that full information 
can be put into the hands of the 
Graham dealer organization. 

A series of field meetings to 
introduce the 1939 program on 
sales, advertising and car 
features will closely follow the 
district managers’ meeting, with 
sales executives taking air- 
planes in all directions in order 
to cover the major distributing 
points within one week. 

The first of these dealer meet- 
ings are slated for Thursday in 
Detroit, Chicago and New York. 
By the end of Labor Day week, 
the entire schedule of meetings 
will be finished, according to 
present plans. 

The Detroit dealer meeting 
will be held in the Hotel Statler, 
Thursday noon, by Clair Briggs, 
who is in charge of dealer de- 
velopment at the factory. Wright 
will conduct the New York 
meeting and S. J. Case, adver- 
tising manager, will hold a 





Grease Institute 


To Hold Annual 


\Conclave in Oct. 


BUFFALO WN. ¥.—The 
| National Lubricating Grease In- 
| stitute will hold its sixth an- 
|nual convention at the Stevens 
| hotel, Chicago, Oct. 3-4. 
| In conjunction with the con- 
vention, there will be an ex- 
hibition by associate members. 
Arrangements have been made 
to present a number of papers 
by nationally known engineers 
on grease manufacture, applica- 
tion and grease dispensing 
equipment. 


AN’s Washington bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 


information] 


meeting in Chicago on the same 
day. 

Graham’s 1939 model will be 
shown to the factory district 
representatives on Monday and 
to the dealers on Thursday. No 
date has been set for the public 
announcement. 


Martin to Give 


Lewis Proposal 
To Union Board 


FLINT.—Following his walk- 
out on negotiations with John 
L. Lewis in Washington this 
week, Homer Martin, UAW 
president, declared in an ad- 
dress here Thursday night that 
he would submit the Lewis 
‘peace plan’ to the international 
executive board of the union in 
Detroit next week. 

Martin, however, dominates 
this board, and since he has re- 
jected the Lewis plan, it seemed 
likely that it would be similarly 
disapproved by the board. He 
declared that Lewis, or another 
ranking CIO executive would 
appear at the board meeting to 
explain the plan, and that the 
four ousted UAW officials would 
be permitted to present their 
views. 

The Lewis plan would restore 
the status quo after the last in- 
ternational convention of the 
union, thus reinstating the oust- 
ed officers, and replace the UAW 
under the dominance of CIO ex- 
ecutives by virtue of their power 
to pass on disputes within the 
UAW. 

The belief continued to per- 
sist that Martin might break en- 
tirely with the CIO if the Lewis 
proposal is pressed. 


Toledo Employment Index 
Rises 2.6 Points in July 
TOLEDO. — Business here 

showed a distinctly upward trend 

in the last month, when the 
business index rose to 71.5 for 

a gain of 2.6 points in July, ac- 

cording to the monthly survey 

of the bureau of business re- 
search of University of Toledo. 

It was the most substantial 
month-to-month gain recorde 
in a year. Automobile sales, elec- 
tric power output and carload- 
ings were significant in making 


| the automotive and allied industries. ' the index gain. 
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Roosevelt Admits Need for Wagner Act Changes 


Special Parley Planned 


To Discuss 


Amendments 





(Continued from Page 1) 


are called for. However, he em- 
phasized that specific changes 
were not a subject for discussion 
between himself and Green. 


The President’s attitude with 
respect to the Wagner act, as 
indicated at his press conference, 
isa victory for the ever-increas- 
ing number of groups and indi- 
viduals throughout the country, 
and representating every type 
and size of business and indus- 
trial enterprise, which have 
yoiced outspoken criticism of the 
obvious and gross unfairness of 
the law as it stands today. 

A recent survey by Senator 
Burke revealed that dissatisfac- 
tion with the act is not confined 
to the larger industries nor in- 
deed to employers alone, but 
extends up and down the scale. 
As a matter of fact, many of 
the most vigorous opponents to 
the act as presently constituted, 
Senator Burke discovered, were 
individual workers. 

It was understood here that 
the CIO high command would 
interpose no objection to a 
“reasonable” revision of the 
law, and spokesmen for that 
group indicated a willingness to 
co-operate to bring about certain 
changes which would tend to 
take the act and its administra- 
tion more nearly out of the 
range of constant criticism. 

Hearings probably will be held 
for the guidance of legislators 


Car Sales Lag 
Blamed on New 


Phila. Sales Tax 


PHILADELPHIA. — Sales of 
hew passenger automobiles in 
July in Philadelphia continued 
to run substantially below last 
year due’ principally, according 
to dealers, to the 2 per cent city 
sales tax which became effec- 
tive Mar. 1. 

Since the enactment of that 
measure, 18 per cent of the new 
car dealers have gone out of 
aeons in the city, it is report- 





July sales of new passenger 
cars in Philadelphia were off 
63.42 per cent in unit volume as 
compared with July, 1937. For 
the year to Aug. 1, new car sales 
were off 53.35 per cent as com- 
pared with the like 1937 period, 
according to figures compiled 
from state registrations. 

Philadelphia dealers point out 
that the city, since enactment of 
the city sales tax, is running 75 
per cent behind new car sales in 
the state as a whole. 

New car dealers estimate that 
the sales tax to date has cost 
them more than 50 per cent of 
their normal anticipated business 
and in addition, especially with 
respect to non-residents, has lost 
them perhaps permanently a 
substantial number of customers. 


N. J. Retailers Join War 
on High Gasoline Taxes 
TRENTON, N. J.—New Jer- 
sey’s 13,000 gasoline retailers, 
“who work two days each week 
for the government, without 
compensation,” are co-operating 
with consumers in a statewide 
movement for gasoline tax re- 
duction, it was declared here 
this week by E. J. Leary, secre- 
tary of the New Jersey Petrole- 

um Industries Committee. ; 
“There is a sales tax averaging 
35 per cent on gasoline in New 
Jersey,” stated Leary, “and this 
percentage applied to days of 
the week means that the gasoline 
retailer is working for the gov- 
ernment two days each week. 





Chris Sinsabaugh's sparkling 
“Sparks” column is read _ by the 
“wide-awake” in the industry. 





with respect to amendments to 
the Wagner act, and they are 
certain to be a focal point of 
interest here when they are held. 
It is not likely, however, that 
they will be held for several 
months yet. 


In the meantime the U. S. 
Chamber of Commerce is lend- 
ing its influence to the growing 
demand for amendment of the 
act. _ The law as now written 
and its administration, declared 
George H. Davis, president of 
the chamber, late this week, “ex- 
ert _influences working strongly 
against economic recovery. Pro- 
ceedings of the NLRB have not 
been fair and impartial and 
there has been ample demon- 
stration of the fact that the leg- 
islation has not fulfilled its stat- 
ed purpose of lessening indus- 
trial disputes.” 


lf the Wagner Act is to op- 
erate fn the public interest, 
Davis asserted, it is essential 
that its provisions adhere to the 
following principles: 


“To the extent that it is feas- 
ible for the Federal government 
to protect employes against in- 
terference in the exercise of the 
right to self-organization, such 
protection should extend to 
practices engaged in not only 
by employers but by employes 
and others. All provisions of 
the act should be so formulated 
as to insure impartiality of ad- 
ministration as between employ- 
ers and employes and as between 
particular kinds of labor organ- 
izations.” 


Davis strongly advocated 
amendments which would outlaw 
the strong-arm methods that 
have been pursued by labor 
groups under the apparent pro- 
tection of the law as now ad- 
minstered. Specific amendments 
advocated by the chamber 
spokesman include: 


Making it explicit that an em- 
ployer is not obliged to bargain 
with a labor organization ex- 
cept as the representative of 
those of his employes who are 
members of the organization and 
who have expressly designated 
it to speak for them in collec- 
tive bargaining; making it ex- 
plicit that an employer is not 
obliged to continue to bargain 
colectively with a labor organ- 
ization when the real issue is a 
demand for the check-off or for 
a closed-shop agreement; making 
illegal any action by a majority 
to deprive a minority of any of 
its rights, such as through ef- 
forts to obtain a closed-shop; re- 
quiring the NLRB to receive and 
consider employers’ petitions for 
investigation as to the member- 
ship status of rival labor organ- 
izations seeking recognition. 





CLAIR SAVAGE, right, boss of 


Angeles, 


Advertising Service, 
California. 





AFTER AN 11,000-MILE TOUR from New York to San Francisco, E. 
Feigin, president of Feigin-Hermanos Limitada, Ford dealers in Cordoba, 


Argentina, thinks the United States 
to see more of it. 





FLINT.—The ability to get 
along with people is one of the 
important qualifications for suc- 
cess, B. D. Kunkle, director of 
the manufacturing staff of Gen- 
eral Motors Corp., told five clas- 
ses of 282 graduates in his ad- 
dress at the General Motors In- 
stitute annual commencement 
exercises here Tuesday night. ~ 

Diplomas were given to the 
graduates by Arnold Lenz, as- 
sistant manufacturing manager, 
Chevrolet Motor division, and 
chairman of the board of re- 
gents of the institute. The grad- 
uates were presented by Major 


St. Louis Show 
Gets New Date; 
Committee Set 


ST. LOUIS.—The St. Louis 
automobile show will be held 
Nov. 13-19. The original dates 
were Nov. 12-20. 

The show committee consists 
of G. M. Berry, Berry Motor 
Car Co. (Packard); W. J. Ras- 
mussen, Big Four Chevrolet Co.; 
E. A. Brahm, Brahm-Mitchel- 
lette Motor Co. (Pontiac); A. R. 
Lindburg, Arthur R. Lindburg, 
Inc. (Studebaker & Willys); G. 
W. Oliver, Oliver Cadillac Co. 
(Cadillac - LaSalle & Oldsmo- 
bile). 

Joseph Heutel, Sunset Auto- 
mobile Co. (Ford); George 
Weber, Jr., Weber Implement & 
Auto Co. (De Soto-Plymouth); 
W. H. Willcockson, Willcockson 
Motors (Buick), president, 
Greater St. Louis Automotive 
Assn., Inc.; Joseph A. Schlecht, 
show manager. 
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is “magnifico” and is coming back 


He is shown here pointing out to a friend the Argen-| G 
tine plates on the new Lincoln-Zephyr he bought in the U. S. 


282 GM Institute Grads 
Hear Address by Kunkle 


Albert Sobey, director of the 


institute. 


Five courses were represented 
in the graduating class. The 
two-year cooperative training 
course had 143 graduates, and 
there were 86 graduates in the 
four-year course. 


Other classes were those in 
cooperative accounting, and 
dealer cooperative training, and 
a special cooperative service en- 
gineering course. 


Graduate key awards were 
made to 12 members of the 
class of 1928 of the cooperative 
engineering course, the first 
class in this course. The awards 
were made by Major Sobey. 


Kunkle discussed the various 
characteristics of automobiles, 
comparing the outstanding 
points of cars, with the qualifi- 
cations necessary to success. 


Dependability, appearance, ac- 
celeration and braking power 
are just as important in people 
as they are in automobiles, com- 
mented the General Motors offi- 
cial. He said: 

“The question I want to ask 
each graduate is: ‘What kind of 
a car do you drive?’ I am not 
thinking of any particular make, 
but of the life you and I should 
want, having the same charac- 
teristics as a car. The same per- 
formance and the same stand- 
ards that you expect in the 
characteristics of the automobile 
you drive, are the same stand- 
ards you should apply to your- 
self frequently in measuring the 
effectiveness of your service in 
the days to come. 

“In spite of the theories of 
recent years, hard work is still 
the main characteristic by 
which men progress and suc- 
ceed. Always keep in mind that 
ability to get along with others 
and to gain their goodwill is 
essential to the achievement of 
any large degree of success in 
life.” 


MATA Offices in Lansing; 











































Grant Predicts 
Car Sales Rise 
Of 25% in 1939 


(Continued from Page 1) 


by corporation statisticians, was 
addressed to more than 200 high- 
ly enthusiastic dealers and di- 
vision officials at a meeting of 
the General Motors Club of Los 
Angeles at the Ambassador 
Hotel. The gathering, which was 
under the chairmanship of J. T. 
Wessen, branch manager of GM 
Acceptance Corp. here, was one 
of the largest in the history of 
the corporation in Los Angeles. 


Among the many officials in 
attendance, in addition to Grant 
and Wessen, were S. M. John- 
son, zone manager for Chevrolet; 
. R. Jones, regional manager 
Oldsmobile; J. E. Brown, Don 
Lee Cadillac; J. H. Browning, 
zone manager, Howard Automo- 
bile Company, Buick; P. E. 
Clark, zone agent, General Ex- 
change Insurance Corporation; J. 
W. David, branch manager, Gen- 
eral Motors Truck: C. E. Demp- 
ster, district manager, Fleet 
Sales Division; E. Knox, 
branch manager, United Motors 
Service; F. W. Logan, Southern 
California branch manager, Gen- 
eral Motors Acceptance Corpo- 
ration; C, G. Riley, zone manager, 
Pontiac; E. S. Schank, zone man- 
ager, Oldsmobile; S. M. Wagner, 
manager Ethyl Gasoline Corp- 
oration; R. J. Wilkins, general 
manager, Southern California 
Division, General Motor Sales 
Corporation; E. L. Williams, dis- 
trict manager, Frigidaire. 





Timing Device 
Costs Eyston 
Speed Record 


BONNEVILLE SALT FLATS, 
Utah. — Undiscouraged by the 
failure of a timing device to 
record hi s_ record-breaking 
347.155 miles per hour jaunt 
over the salt beds here Wednes- 
day, Capt. E. T. Eyston late this 
week prepared his “Thunder- 
bolt” racing car for another as- 
sault on his own mark of 311.42 
m.p.h. 


After flashing his car over a 
measured mile at 347.155 m.p.h., 
Eyston finished his return trip 
to strike the required average, 
only to find that sun glare on 
the salt bed had caused the 
electric-eye device to miss 
measuring the mile. Eyston said 
he would try again as soon as 
AAA officials could fix the tim- 
ing device. 

To give an idea what salt can 
do when it is churned up at that 
gait, there were foot long, jag- 
ged slits over both the rear 
wheel cowlings. Salt thrown 
from the wheels tore through 
the eighth-of-an-inch thick 
aluminum as if it were paper. 

The 200-pound Eyston hardly 
could get out of the cockpit at 
the end of the run. 


“T had a devil of a time,” he 





before leaving Los Angeles for Pontiac to attend Pontiac’s new | 
dealer-factory relaticns conference as a member of the Advertising Ad-| 
visory Committee, conferred with Slim Barnard, of Hearst International | 
and obtains facts on potential! market of Southern 


said. “The heat of the motor 
must have swelled my body.” 

Smoke from the brakes forced 
Eyston to use his gas mask, 
which was connected with a 
small oxygen tank. 


Cleveland Assn. Moves 
LANSING. — Offices of the 
Michigan Automotive Trade 
Assn. are now located in the 
Olds Tower building here, with 
Frank W. Herrick as secretary. 














The officers for many years 
rer é ass avenue, . ene : 
ie it + ot Com Fatalities Stay Down 
a WASHINGTON.—Motor vehicle fa- 
"UE F talities in 128 major cities during the 
CLEVELAND.—The Cleveland) ¢..+ 32 weeks of 1938 totaled 4,559 
Automotive Trade Assn. has compared with 5,629 for 1937, a de- 
moved its offices to 310 Lake-| crease of 19 per cent, according to the 
side ave. W. U. S. Bureau of the Census. Deaths 
, caused by motor vehicles in the 128 
. J , Pp oes cities during the week ending Aug. 
Gets New Position 13 totaled 147, 22 fewer than in the 


ST. CLAIR, Mich.—Dean E. Basker 
ville, recently sales engineer in the 


corresponding week of last year 
Detroit area for the Norton Labora : — 





Savage-Haldeman Co. (Pontiac), Los | 


tories, Inc., and formerly automotive) AN’s Almanac, published once &® 
body engineer of Dodge Brothers ond year, is considered THE reference 
Chrysler, become sales engineer oO Sk emabemet anne iateuiinies 


Thermo-Plastic Inc., a division of 


the Standard Products Co tion is desired. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value—(AN 6-10-1933). 
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Wagner Law Revision 


ECOGNITION by President Roosevelt that the National 

Labor Relations Act has not lived up to the pictures 
painted of it in advance, and may need revision, adds new 
hope to a hopeful outlook. There can be little question 
that much of the depression of late 1937 and in 1938 can 
be traced quite definitely to the economic unbalance which 
this lopsided measure threw into our industrial hopper. 


Certainly none will quarrel with the inherent right of 
our government to provide instruments for the peaceful 
settlement of disputes among our citizens. And the need 
or lack of need for such intervention does not abrogate 
its rights. Certainly no act which aimed for peace should 
ever have been predicated upon the idea that, since labor 
charged that employers had selfishly abrogated the rights 
of labor, the enactment of a law which disregarded the 
rights of employers would prove the answer. 


Fundamentally then, the first revision should be one 
which recognizes that employers can be sinned against 
as well as sinners. It should recognize and protect the 
rights of workers who do not care to affiliate themselves 
with a recognized labor organization. It should protect the 
rights of those who want to organize to do so. It should 
provide for mediation rather than recrimination. The 
National Labor Relations Act of today does none of these 
things. It merely insures the right of the organizer to or- 
ganize workers regardless of whether they, or their em- 
ployers, approve. The methods of organization, or the 
tactics employed, are above question and immaterial in 
any subsequent hearings or discussions. 


Lifting the Sights 

OVING with cautious optimism, the leaders in the in- 

dustry look to 1939 with a reasonable expectation of 
a 25 per cent increase in sales over those of the current 
year, which from a model standpoint is rapidly drawing 
to a close. Last year, it may be said without rebuke to 
anyone, these same leaders were equally optimistic for 
1938. Rapidly changing events last fall, however, spoiled 
a rosy picture and, by Jan. 1, the carry-over of both new 
and used cars reached all-time highs. 


This year any change in the picture seems pointed for 
the better. There is every reason to believe that this is 
not merely hopeful thinking but based purely upon condi- 
tions which exist today. Due to the early cleanup of 1938 
cars, dealers will not be obliged to trade heavily in order 
to clean their new car stocks to prepare for 1939 models. 
In all likelihood they will have several weeks to concen- 
trate on used car inventory depletion. Buying definitely is 
improved in all lines, and employment will follow with 
resultant increase buying All in all there is every justifi- 
cation for lifting our sights. Being unable to sell in a 
declining market is a tough condition which we all have 
to face at times. Being unable to deliver in an ascending 


market is merely creating a tough situation for ourselves. 
Cars will be available for announcement time, and only the 
cautious dealers will fox themselves. 
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By GEORGE M. SLOCUM 


















‘ For the bene- 
DON’T WORRY 6: of those men 


ABOUT ; : 
in our industry 
FARMERS! (and there are 
only a few of them) who were 
not brought up on the farm or 
in country towns, I want to in- 
terpret some of the signs of the 
times as they concern the farm- 
er. The reason for my tackling 
this weighty subject this particu- 
lar week-end in this particular 
column is that reports are be- 
ginning to appear in the news- 
papers that “bumper crops mean 
lower prices to farmers.” 


* * * 


NOW I WANT to emphasize 
right here and now an axiom 
which you can write on your 
cuff or put under the glass on 
your desk and quote me if 
you must have authority. THE 
FARMERS OF AMERICA 
NEVER WENT BROKE ON 
BUMPER CROPS NOR WERE 
MERCHANTS IN THE VI- 
CINITY OF BUMPER CROP 
FARMERS EVER FORCED 
INTO BANKRUPTCY! Of 
course bumper crops mean 
lower prices but they also 
mean a curtailment of imports 
of any given commodity and 
an increase in exports because 
a great world is always wait- 
ing to buy staple goods and 
food products at bargain 
prices. 

* * * 


TAKE COTTON for example: 
The price is down this year and 
it is down only because we have 
a tremendous crop which will 
bring untold added millions of 
dollars to the southern states. 
American cotton has, at high 
prices, brought competition from 
the South American countries 
where it has been successfully 
grown during the past decade 
and become a real challenge to 
our cotton country. But low 
prices and a bumper crop this 
year will drive the South Ameri- 
can cotton into a deep hole be- 
cause the world’s market pre- 
fers our staple cotton and our 
price this year makes it possible 
for them to use it. 

x * * 


THE SAME case can be 
built for wheat, corn or live- 
stock products. When the prices 
are too high there is no world 
market and even our own do- 
mestic market is cut down by 
high prices and_ substitutes 
(some of which are imported) 
find a way to feed our great 
masses who cannot afford 
high priced foods, particularly 
meats and dairy products. 


* * * 


SO APPLYING this simple 
formula to the great farm mar- 
ket in America for motor ve- 
hicles, both automobiles and 
trucks, I hope none of you who 
can see only as far as the near- 
est skyscraper and are informed 
only by misinterpreted reports 
based on Department of Agricul- 
ture figures, will jump at con- 
clusions. Any investigation you 
make among your dealers in 
farming districts will convince 
you that this will be a big year 
in sales to farmers of all auto- 
motive products. It will be a 
much greater year than last 
year because the American farm- 
er is in himself a small capital- 
ist. Unlike the city labor he will 
clear up his natural debts before 
he goes in for greater expendi- 
tures. Last year he bought farm 
machinery and trucks, this year 
he will go into the passenger car 
market in a big way! 

TO PROVE I am not dizzy in 
this prediction, look at registra- 
tion reports in the southwestern 


states where some crops already | 
have been harvested.—G. M. S.' 






































































































































































































































Lifting His Sights 


In This Corner-- 
‘Car of Tomorrow .... 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence 


will be observed upon request. 





Tomorrow 

I have just received a copy of 
a new book entitled “Psychology 
and the Motorist”, by Dr. H. A. 
Toops of Ohio State University 
and Dr. S. E. Haven of Wayne 
University, describing the car of 
the future. According to these 
authors, the engineers’ idea of 
the car of tomorrow is a thing 
of technical perfection — except 
for the fact that the designer 
has forgotten to take into con- 
sideration human frailties and 
mental quirks. 


So Toops and Haven visual- 
ize a car that is glass-enclosed, 
rear-engined, has an emergency 
exit, a governor-controlled light 
that flashes when excessive 
speeds are reached. 


Some of the things they sug- 
gest to fit the car to the psy- 
chology of the driver are as 
follows: 


The controls of a car should 
respond as quickly and as read- 
ily for the weak person as for 
the strong, they point out. 

Retractable running boards 
and door handles would elimin- 
ate many occasions for serious 
injury. 

Greater areas of glass would 
not only increase visibility, but 
would remove the false sense of 
security of today’s driver with- 
in his steel stronghold. For the 
same reason removal of the mo- 
tor from the front of the car 
might increase caution. 

Lights in the body top, to 
make the car visible sooner when 
going over the top of a hill, a 
warning light automatically 
turned on when the speed is in- 
creased beyond the danger point, 


and finger-tip re-placement of 
fuses and headlight bulbs are 
other safety features recom- 
mended. 

Bright dash lights are con- 
|demned because of a tendency 


to attract the eyes, drawing them 
from the road or fatiguing the 





eye muscles and nerves and in- 
ducing sleep. 

And finally, both interior and 
exterior should be so modified 
in design as to cause the least 
possible injury to the human 
body in case all precautions fail 
and the crash does occur. — 
H. S. D., Mt. Clemens, Mich. 
Service 

I have not noticed that you 
have touched yet on what I con- 
sider to be one of the most neg- 
lected phases of servicing — the 
relation between the car owner 
and the man who services his 
car. Too often the service man 
and the mechanic are established 
in the patron’s mind as just a 
couple of grease-smeared gents 
who perform duties that are not 
very high in the skilled labor 
scale. 

I have seen a half-dozen in- 
stances in which dealers have 
profited heavily by properly 
publicizing their men in _ the 
back room, taking them out of 
the class of nameless laborers 
and advertising them for what 
they are—service experts. 

Not only does this add the 
highly effective flavor of ex- 
pertness to the service job, but 
it establishes a definite line of 
personal contact between the 
customer and the service man. 
The customer has much more 
confidence when there is a per- 
sonal relationship involved. — 
em. A: Li 


Records 

If you have records available 
of General Motors sales for 1935, 
1936, and 1937, would you please 
fill in the following schedule for 
me: 


1935 1936 1937 

Buick 87,635 160,687 205,030 
Olds 149,375 178,488 188,257 
Pontiac 140,122 171,669 212,475 
Chevrolet 656,698 930,250 768,040 

—L. M. Prahl, Hamacheck- 
Bleser Co. (Buick-Oldsmobile), 
Manitowoc, Wis. 
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n can help sell Shell . 






Offhand you'd say that selling gas and oil to somebody interested 
in the personalities of music was no different from selling them to 
somebody interested in the personalities of the corner poolroom. 

But it is different—it happens oftener. It turns in more of your 
“{ | business, turns in more of your profits. 

For the men and women who want to know about Strauss’s new 
war-hating opera, or Toscanini’s attitude toward dictator-ruled music 
are the very people who want to know about the Great and Near- 
Great in all the world of news. 

They’ve come to care about the people in the news because they 
care about the news as they’ve never cared before. They’ve come to 

in- | see the rebellion of a great composer or conductor, the ambitions of 
and a dictator, the theories of a president—all as parts of their own lives, 
om the taxes they'll pay, the freedom they'll have. 

1an Every year more people are coming to see these things and feel 
ail | that the news matters now. But the people who feel it most are the 
. most intelligent people, the ones with good jobs, and good salaries. 

And 700,000 of these very people are the readers of TIME. 

_ In TIME they read of the tap of a baton or the signing of a treaty, 
on- of new medicines and new amendments—they read all the significant 
he | Rews of the week. They are The Well Informed. 

1er 

his But you're not selling batons or treaties—you’re selling gas and oil. 


jan 
ed In that case, the readers of TIME are especially significant to you. 





P For the U. S. Government has just spent over two years and 
10t | $7,000,000 on a survey* which divides U. S. families into numerical 
oF | quarters and reveals the spending power of each quarter. This sur- 
in- | vey shows that the top quarter spends 63¢ of every automotive 


- dollar for cars and tires and gas and oil. All the other three quarters 
he contribute only 37¢. 
= TIME’s 700,000 successful families live in that top quarter. TIME’s 


at | Own surveys prove this ten dozen ways. Prove that 86.5% of TIME 
families are of professional or executive status, with stability far 





above the average—a SECURITY BASE for any advertiser in bad times 

— or good. 

he TIME’s newest survey is even more specific about gasoline and 

- cil: TIME’s 700,000 families own 819,000 cars, drive those cars over 

r- 13,000 miles a year—again far above the national average. 

— | That’s a market for any advertiser of good gas and oil and cars. 
| And what’s more, it’s a market you can reach without planking 
| down five to ten thousand dollars for a one page ad. 

- A TIME page costs less than $2500. Thirteen pages cost $30,550; 

se twenty-six cost $57,850. 

J Batons and treaties, gas and oil—TIME readers read TIME cover- 

i. to-cover. 

57 *TIME’s pictograph digest of it is now on the press; copies mailed gladly on request. 
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for Dealers! 





New Sales Ideas 
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Service Department Profit 
Exceeds Past Three Years 


Special to Automotive News 
WILMINGTON, Del. — Two 
new ideas, put into operation a 
few months ago by Union Park 
Motors, Inc. (Pontiac), are prov- 
ing most helpful in sales work. 


They are the car record signed 
by every purchaser turning in 
a used car, and the questionnaire 
filled out by all buyers at the 
time they take delivery of their 
cars. 

The first of these reads: 

“To Whom It May Concern: 


Motors, Inc., the mileage record- 
ed on the speedometer was 
“Any further information de- 
sired I will gladly furnish. My 
phone number is............ M 


) 
“This record, which is shown 
to everyone considering the pur- 
chase of a particular car, is one 





Hugh F. Gallagher 


more -step that is intended to 
help break down the suspicions 
that have been built around the 
retail automobile business,” said 
Hugh F. Gallagher, president of 
the dealership. 

The questionnaire asks the 
buyer his reasons for buying a 
car from the firm, with such 
questions as: 

“Were you recommended by 
an owner’?.... eee 

“Did you read our classified 
advertising?........ Display?........ 

“Why did you come to our 
place of business’?............. 

“Were our finance and insur- 
ance charges lower?.. oe 

“Did you prefer a General 
Motors car?............ 

“Did you buy a car from us 
hefore?.....:...... How many............ 

“Any further information you 
can give us will be appreciated.” 

This record, which has been 
kept for several months now, 
already is a revelation in that 
it shows the high regard with 
which Union Park Motors is held 
in Wilmington. 

A letter, signed by Gallagher, 
is mailed to every new car buy- 
er immediately after delivery. 
Then the 5-point owner follow- 
up plan is used by the salesmen, 
together with the service depart- 
ment follow-up based on the 
Flexite system, and a postcard 
every month advertising a serv- 
ice special. 

When the customer had made 
his final payment, Gallagher 
mails him another letter asking 
him to call for his cancelled 
contract and title and offering 
him a free inspection adjust- 
ment of carburetor and distribu- 
tor, and a road test. The letter 
is all the authority the owner 
needs to have this service work 
done. 

Most important end of the 
business, in Gallagher’s opinion, 


is used cars, and the fact the 
firm never has had a used car 
problem is evidence of how 
thoroughly it has conducted that 
department. 


“The used car end of our busi- 
ness is just as imporatnt as 
cash in the bank,” he says. “As 
a result of the reputation we 
have built up in this community 
for giving good value and then 
standing back of the cars we 
sell, I do not hesitate in saying 
that Union Park Motors have 
the best used car clientele in the 
State of Delaware. 


“A gross profit in used cars 
comes about only because of the 
confidence of the public in the 
dealer,” he continued. 


Knows the Problems 


Six salesmen constitute the 
sales force. They sell both new 
and used cars. Gallagher insists 
on this, because then every man 
knows the problems of the used 
car department. 


Five per cent commission is 
paid on the net on new car sales. 
Used car commissions run as 
follows: Cars up to $100, 7 per 
cent; $100 to $350, 6 per cent, 
and cars over $350, 5 per cent. 

By putting the high percentage 
on the low priced cars, “junker’”’ 
losses are cut down. Every sales- 
man who sells four new and 
five used cars in any month re- 
ceives an additional one per cent 
on all sales for that month. 


All cars above $225 receive a 
60-day guarantee on parts and 
labor at no cost to the buyer, 
plus another five months at 25 
per cent discount. Cars from $100 
to $225 receive a 30-day guaran- 
tee on a 50-50 cost basis, plus 
an additional 10 months at 25 
per cent discount. 

This brings a large percentage 
of used car buyers back, which 
is what this dealer wants. And 
it proves that the dealer is anx- 
ious to perform honestly. It 
builds used car goodwill. 


Service Card Kept 
Very complete records of re- 
conditioning costs. plus service 
costs before sale, plus service 
costs after sale are kept on every 
car. A service card, with all 
costs up to time of delivery, are 
kept in the package compart- 
ment of each car for the inspec- 

tion of prospective buyers. 


Since 1928 when Gallagher 
bought an interest in Union Park 
Motors, there has been only one 
year when they lost money and 
that was in 1932. In 1936, he 
bought out all the other interests 
in the firm. 

In answer to a question “How 
about 1938,” he pointed to the 
figure $7,229, which is the net 
profit as of Aug. 1. 

“By a closer analysis of our 
service department, cutting out 
leaks and putting it up to the 
mechanics,” said Gallagher, “we 
have been turning out the finest 
work in our history and giving 
our customers the finest value 
in service they have ever re- 
ceived. And we have had even 
fewer complaints since we cut 
service rates from $2 to $1.50 
an hour.” 

Under this new arrangement 
of lower rates to customers at 
the same rate to mechanics, the 
service department profit for the 
first seven months this year is 
higher than it has been in the 
past three years and the per- 
centage of gross profit to fixed 
expense has gone over the 60 
mark. 


Sales Through Serwice 
Build Goodwill in Delaware 


Let’s Run a Contest 


Editor’s Note: In this, the 
fourth of a series of articles 
on sales contests, the subject 
of the use of themes will be 
discussed. 


While a merchandise prize in 
itself is a strong motive for in- 
ducing greater sales effort, the 
appeal of the reward can be 
heightened by interesting meth- 
ods through which the prizes 
are offered. ‘ 


Greater significance will be 
attached to the contest which, 
after the choice of worthwhile 
awards, builds around them a 
well-planned and exciting pro- 
motional plan. In _ practically 
every instance where a contest 
has produced a major sales in- 
crease, it will be found that 
continuous interest was secured 
through cleverly-planned pro- 
motional material. 


The cost of this follow-up ma- 
terial need not be expensive. 
Generally, it averages sponsors 
between 50 cents and $1 per 
man. This includes teaser mail- 
ing, prize catalog, announcement, 
materials for keeping contest 
records, follow-up pieces, etc. 


There seems to be no limit to 
the ideas which can be used suc- 
cessfully in conducting merchan- 


Quaint Quirks 


That Build 


Business 





The service department of 
Carroll Cartwright, Inc. (De 
Soto-Plymouth distributors), of 
San Antonio, Tex., has ha 
quite a little success by featur- 
ing a mid-summer service spe- 
cial designed to tune up the car 
for hot weather driving. This 
service covers seven operations 
for a motor tune-up, and is of- 
fered for $1.95. 


The operations include the 
following: Clean and adjust dis- 
tributor points; set timing with 
factory approved instruments; 
adjust fan belt; clean, test and 
adjust spark plugs; clean and 
adjust carburetor; test distribu- 
tor condenser; and, inspect all 
ignition wires. 

co a ok 

The Frank Clark Motor Co. 
(Buick-Oldsmobile), Cheyenne, 
Wyo., has found the best way to 
sell late model, high-priced used 
cars when they hang on too 
long, is to knock the price down 
below the book price and then 
advertise this fact along with a 
description of the car in the 
daily newspapers. 

ea co * 


A candid sales campaign, de- 
signed to make customers used- 
car-conscious as well as to pro- 
duce immediate sales, was used 
with more than ordinary success 
recently by the Harris Auto Co. 
(Buick), Grand Junction, Colo., 
to move used cars and success- 
fully correct a top-heavy in- 
ventory. 

Using the sales psychology 
that people like to buy with the 
crowd, the Harris company ad- 
vertised widely that 6,000,000 
persons bought used cars last 
year. As a final inducement, 
the company gave 100 gallons 
of gasoline to the customer who 
purchased a used car for $650 
or more; 75 gallons with the used 
car selling for $400 to $649; 50 
gallons with $200 to $399, etc. 





dise prize contests. A general 
revue of themes used runs the 
gamut of sports from baseball to 
rowing, and of adventure from 
exploring to G-man operations. 
They cover a world of activities, 
from feathering the home “nest” 
to slaying the _ sales-“‘bogey”. 
Salesmanagers and_ salesmen 
alike prefer action campaigns, 
where the theme is based on 
hard hitting and fast action, 
coupled, of course, with sound 
common sense selling informa- 
tion. The prizes themselves fre- 
quently take on some such in- 
triguing names as “treasure” or 
“feathers” for the nest. 

Below are described two of 
the themes recently used with 
unusual success by leading au- 
tomobile selling organizations: 


“Feather Your Nest” 


The salesman feathered his 
home “nest” with his choice of 
nearly a thousand prizes. Birds 
on mailing pieces were used to 
carry the story with such copy 
as: the “early” bird who gets 
the sales; the “lazy” bird who 
hasn’t “scratched”, and the “jail” 
bird who let quota overtake 
him. 

A feather was attached to a 
novel teaser card for a mailing 
to wives with the inscription: 
“Here’s a feather for your nest”, 
bearing a certificate of valuable 
prize points as a bonus, redeem- 
able for prizes when friend hus- 
band reaches his quota. 

Feathers were mailed to sales- 
men’s wives, which later found 
their way to hubby’s shaving 
mirror, breakfast plate, and 
elsewhere as reminders to sell 
more used cars so she could 
own a new watch, a new daven- 
port, or a host of many other 


d| quality prizes that were offered 


in the prize catalog. 


“The Go-Getters” 


This contest was built around 
the famous story by Peter B. 
Kyne, “The Go-Getter’, and 
produced real sales action and 
results. A special reprint of the 
story provided one of the in- 
teresting sidelights, and a small 
blue vase (a replica of one used 
in the story) was given to each 
salesman as a pocket piece. 


This served to remind the 
salesman that obstacles were 
but the stepping stones of suc- 
cess, in disguise. The mailings 
dealt with overcoming sales re- 
sistance through determination 
and aggressiveness, and the op- 
portunity to secure definite re- 
wards in greater commissions, 
recognition by the right people, 
and the winning vu: handsome 
prizes to those participants who 
proved themselves worthy of the 
title “Go-Getter”. 


Both themes showed great care 
in planning, and the success en- 
joyed by the sponsors proved 
that even under adverse condi- 
tions a captivating theme can 
fire salesmen’s imaginations to 
the point where they will really 
get on the job and prove to 
themselves that the law of av- 
erages takes care of them if they 
will but apply it. 

It may take more contacts 
to make sales when conditions 
are against the salesman, but if 
he will keep plugging away re- 
sults are bound to come, and 
oftentimes a catchy theme or 
clever mailing during a contest 
furnishes that necessary spark. 


The next article will discuss 


contest theme and follow-up in| 


| greater detail and will list some 
130 or 40 captivating and success- 
fully proven themes. 


—more $$8§ 
for Dealers! 


Tune-up Drive 
Boosts Service 


Yield in Texas 


SAN ANTONIO, Tex. — The 
service department of the Mar- 
cus H. Clark Motor Co., Pontiac 
dealer here, recently sponsored 
one of its most successful cam- 
paigns designed to bring in more 
business. Letters were sent out 
telling of new equipment for 
testing gasoline mileage and mo- 
tor efficiency, and offering free 
tests. 

This was followed by a series 
of questions relative to the con- 
dition and operation of the car, 
and the letter was concluded by 
announcement of the “Tune-Up 
Service Offer.” More than 50 
owners came in during the first 
few days, and the results were 
well beyond expectations. 


The letters follows: 


“From Tuesday, July 26, 
through Friday, July 29, a fac- 
tory representative will be at 
our service department with 
special equipment for testing 
gasoline mileage and motor effi- 
ciency. These tests are free of 
charge, and you are invited to 
drive into our shop to have your 
car tested. See the tests made. 

“For a limited time we are 
offering the following complete 
tune-up service: 1. Test battery 
and cables. 2. Test starting motor. 
3. Test primary ignition system. 
4. Inspect, clean and space dis- 
tributor points. 5. Test coil and 
condenser. 6. Test secondary ig- 
nition system. 7. Test, clean and 
space spark plugs. 8. Test com- 
pression. 9. Tighten cylinder 
head and manifold bolts. 10. 
Adjust fan belt. 11. Set ignition 
timing. 

12. Set valve clearance. 13. 
Adjust clutch pedal clearance. 
14. Adjust water pump packing 
nut. 15. Tighten all water hose 
connections. 16. Lubricate water 
pump. 17. Lubricate distributor, 
starter and generator. 18. Clean 
and adjust carburetor. 19. Clean 
air filter and crankcase ventila- 
tor. 20. Adjust generator output. 
21. Check throttle and _ starter 
linkage and automatic choke. 
22. Check all lights.” 

A charge of $2.85 was made for 
this work on the six and $3.70 
on the eight, these prices being 
for labor only. 

M. O. Fisher is superintend- 
ent of service. 


Dealer 


Improvements 





A new Graco Motor Vitalizer, 
recently installed by W. E. Din- 
neen, Inc. (De Soto-Plymouth), 
Cheyenne, Wyo., has not only 
increased service department 
business but is proving to be an 
important sales aid in moving 
used cars, according to W. J. 
Dinneen, manager. The machine 
enables the mechanics to clean 
motors of used cars so that they 
present an almost new appear- 
ance when displayed by the 
salesmen to customers, Dinneen 
pointed out, and this point is 
finding considerable favor with 
the Cheyenne used-car-buying 
public. 


* * % 


Included in the new _ shop 
equipment recently installed by 
Allen Motor Co. (Packard and 
Studebaker), Tacoma, Wash., is 
a Bendix wheel-alignment setup 
and a Sioux valve seat grinder. 
Manager Jack Gordon reports 
recent increases in volume of 
repair business. 


| 
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Signed 

Since Aug. 1 over $8,690,000 
jn new and renewal business for 
the 12 months, starting this fall, 
has been signed by Columbia 
Broadcasting System. Recent 
signatures bring 17 programs to 
CBS audiences, on behalf of 11 
advertisers, in addition to pro- 
grams previously scheduled for 
fall and winter. 

Among the automotive ac- 
counts: 

Texas Co. (Buchanan & Co.), 
heard last year in a half-hour 
show, has doubled its time to 
present “Texaco Star Theatre” 
on a full hour at 9:30 p.m. 
(E.S.T.) Wednesdays, _ starting 
Oct. 5. Program a variety type, 
will originate in Hollywood. 

“Major Bowes’ Amateur Hour” 
has been extended by Chrysler 
for its third consecutive year. 


Spiffy 

General Motors public re- 
lations department is doing 
a nifty job with the new Gen- 
eral Motors Folks, pic mag 
distributed monthly to all GM 
employes. 

Twenty-eight pager, ala Life, 
contains well-above-average 
pics covering doings, etc., of 
GM folks. Edited by Felix 
Bruner, with Patrick Murphy 
as associate ed and B. C. Mott 
jr., as circulation manager. 
Aim 

Backed by an aggressive 
adrive, Delco batteries (Camp- 
bell-Ewald) hopes to obtain 
at least 10 per cent of the 
battery replacement business 
this fall. 

Campaign, outlined at an- 
nual United Motors Service 
Distributors conclave in N. Y. 
this week, includes supple- 
menting of company’s national 
mag and billboard advertising 
with expanded program of 
point-of-sale dealer helps. In- 


UAW to Seek 
Dues Check-off 
Plan from GM 


DETROIT.—System for collec- 
ting dues will be asked by the 
United Automobile Workers 
Union in a revision of its con- 
tract with the General Motors 
Corp., according to Elmer Dow- 
ell, UAW director of General 
Motors locals. 

Dowell said that Fisher Body 
plant workers had voted to ask 
for the checkoff system. 

Under terms of the union’s 
contract with the corporation, 
amendments to the contract may 
be sought on 60 days notice. 

A UAW committee has opened 
negotiations with the manage- 
ment to seek revision of the con- 
tract, he said. 








MECHANICAL 
ENGINEER 
WANTED 


By large appliance manu- 
facturer located in the East, 
experienced Mechanical En- 
gineer to co-operate with 
Engineering and Production 
departments to reduce cost 
of manufacture and report 
on special subjects desig- 
nated by management. 


State experience and salary 
required. 


Reply Room 1106 


Graybar Building 
New York City 
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The News of Automotive Advertising 





By Pete Wembhoff 











cluded in the latter is a new 
advertising mat series for 
distributors. 


Discs 


The Jesters Trio, Jean Elling- 
ton, singer, Johnny Gart, accor- 
dianist, and Ben Grauer, NBC 
announcer, will be featured on 
an initial series of 13 quarter- 
hour programs for the Texas 
Co. and local Texaco dealers, 
which NBC Electrical Tran- 
scription Service is completing 
this month. Series will be dis- 
tributed in early September. 

Programs have been recorded 
so that three commercial an- 
nouncements can be given local- 
ly, and adapted to local and sea- 
sonal conditions. Buchanan & 
Co.., Inc., handled. 


Safety 


Wyoming and Colorado have 
joined forces to sponsor a 
series of 13 highway safety 
radio broadcasts beginning Aug. 
28, programs to be aired for 
15 minutes each Sunday morn- 
ing over a Denver station with 
Secretary of State L. C. Hunt, 
of Wyoming, and Secretary of; 
State George Saunders, of Col- 
orado, in charge. 
The programs provided and 
station time paid for by the 
Commercial Credit Co. of Bal- 
timore. The theme of the 
broadcasts will be “It Hap- 
pened So Quick.” 
Grid 

For second successive year, 
Atlantic Refining (N. W. Ayer) 
will foot bill for play-by-play 
descriptions of New England 
football games this fall. 

Broadcasts, in behalf of At- 

lantic White Flash gasoline and 
Atlantic Motor Oil, will be car- 
ried over CBS stations in Boston, 
Hartford, Providence, Spring- 
field, Mass., and Worcester, Mass. 


Sales Outlook Improves 


In Oklahoma City Area 





Special to Automotive News 

OKLAHOMA CITY.—A good 
deal of the hoped-for prosperity 
in this area among the automo- 
tive trade is dependent upon 
business and agricultural con- 
ditions now developing. 

Retail sales have shown slight 
gains and in general wholesale 
trade is showing slight upturns 
which has the commercial car 
salesmen looking hopeful; al- 
ready advance purchases of com- 
mercial cars have shown a 
slight increase over past years. 
Used car sales in the commer- 
cial division have remained sta- 
tionary although there is a de- 
mand for good used light trucks. 
Demand for these has also been 
particularly noted in rural 
areas. 

Agricultural outlook is a fa- 
vorable one with indications 
that best sales boosts will prob- 
ably arise from the agricultural 


territory. Metropolitan cities are 
still a question mark although 
most dealers confidentially pre- 
dict sales. will be surprising to 
many observers. 

Used car stocks have been 
dropping slightly, particularly 
in two and _ three-year-old 
models though several used car 
lots locally have either been con- 
solidated or closed down. This 
is particularly true of lots set 
in downtown areas which are 
now practically non-existant. 
Most spots are now located a 
short distance from the main 
business section with some spots 
in suburban areas’ showing 
healthy condition. 

Promotional efforts by dealers 
has also shown a slight upturn 
although no great amount of 
advertising is being done. Con- 
siderable sales organization work 
is at present in progress. 


Sure—It’s Tough! 


ide TOUGH to win a place on magazine lists for motor cars. We ought to know— 


we've been doing it for thirteen years. 


Probably in no other industry do magazines come in for such close scrutiny 


or are they measured by so many varying yard-sticks. 


Yet, withal, there is a definite uniformity in the conclusions of those who 


have to do with motor car advertising—agency and advertiser alike. 


A very few magazines, among the hundreds, carry the bulk of motor car 


advertising—year in and year out. Four magazines—all national weeklies— 


appear on nearly every motor car list. At the top! 


For the past ten years The New Yorker has been one of the four. High-priced 


car, low-priced car, a stream of hundreds of advertisements has flowed through 


the pages of The New Yorker since its birth in 1925. 


For the industry realizes that the acceptance of a new car model by The 


New Yorker type of family, is a powerful selling force on the rest of the market. 


A relatively few people start the ball rolling—the rest keep it going. Here in 


New York, and out over the country where the bulk of our circulation is con- 


centrated in 40 other major cities. 


That’s why you have found The New Yorker on list after list during the years. 
That’s why you will find The New Yorker on list after list for 1939—starting 


with announcements this Fall. 


The Automobile Show issue of The New Yorker will be dated November 12th 


—issued the day the New York Show opens, and will be current during four- 


teen other big city shows from coast-to-coast. 


SELLS T 


THE 


NEW YORKER 


No. 25 WEST 45rd STREET 
NEW YORK, N. Y. 


~ —— eee 


Be sure you are “in”. 


PPPAPPEPA AEP PPP PLL ALL 


PEOPLE OTHER PEOPLE COPY 









DETROIT.—According to the 
National Standard Parts Assn. 
monthly sales index, automotive 
sales for July dropped 5 per cent 
below June. The July index of 
121 was 8 per cent below July, 
1937. 

Average monthly sales for the 
first seven months of this year 
registered 116, which is 20 per 
cent below the 145 index for the 
first seven months of last year. 


Replacement parts shipped to 
wholesalers for July showed a 


Bliss Will Head 
Canadian Export 


Sales for Nash 


DETROIT.—George W. Mason, 
president of Nash - Kelvinator 
Corp. this week announced the 
appointment of 
C. H. Bliss, for- 
merly vice- 
president and 
director of sales 
of the Nash Mo- 
tors division, as 
a vice - presi- 
dent of the cor- 
poration in 
charge of Ca- 
nadian and ex- 
port sales of 
Nash products. 

Bliss will also 
be in charge of the performance 
of other duties assigned by the 
president’s office. 

He made known also that 
Courtney Johnson had resigned 
the Nash Motors’ general sales 
managership. 














C. H. Bliss 


AN has over 200 correspondents 
in strategic points throughout the 
United States and the world, to keep 
its readers in step with march of 
events throughout motordom. 
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.. BEAUTY 
THAT LASTS 


BRIGHTER PLATING WITH NICKEL 





Many of us like to look into de- 
tails of familiar things. You may 
be interested in developments 
that have been made in lustrous 
finishes on radiator grilles, radia- 
tor ornaments, door handles, and 
other places where durable sil- 
very chromium plating has been 
applied. Only a few people real- 
ize that the durability of a chrom- 
ium finish is achieved by apply- 
ing substantial, accurately con- 
trolled coatings of Nickel plate 
under a thin chromium outer sur- 
face. The more durable and im- 
pervious those Nickel coatings, 
the more lasting is the chromium 
surface. A recent development in 
this field is adoption of a unique 
process named bright-Nickel plat- 
ing. This special process produces 
a dense, uniform coating of Nickel, 
which is shiny and bright without 
polishing! Special advantages are 
in coating inaccessible pockets 
and sharp edges. With older pro- 
cesses, the buff did not reach into 
pockets at all; and buffing re- 
moved most of the protective 
Nickel coating 
from sharp 
edges. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 





Export Shipments Advance 
Sharply Over June Tota 
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decline of 8 per cent from 131 
in June to 120 in July, which 
was the same as July a year ago. 
The seven months average for 
this year was 113, or 10 per cent 
below the same period of last 
year. 

Shop equipment and _ tools 
shipped to wholesalers during 
July showed an improvement of 
5 per cent from 125 in June to 
131 in July. This is 10 per cent 
below the index of 145 for July, 
1937. The first seven months 
average was 126 which is 14 per 
cent below the first seven months 
in 1937 

Original equipment shipped to 
vehicle builders for July regis- 
tered 103 showing a 6 per cent 
decline from June, but this is 50 
per cent below July last year. 
For the seven months period, 
the average monthly sales regis- 
tered 112, or 58 per cent below 
the first seven months of last 
year. 

Export shipments for July 
showed a sharp advance of 12 
per cent from 121 in June to 135 
in July. Export shipments are 
also 10 per cent ahead of July, 
1937. The seven months average 
was 114, which is 10 per cent 
below the 127 index for the first 
seven months of last year. 


NorthrupNamed 
To Graham Post 


DETROIT.—William G. North- 
rup has been assigned as a spe- 
cial representative of the Gra- 
ham factory 
and sent to the 
West Coast to 
work among 
dealers and dis- 
tributors in 
Northern Cali- 
fornia, accord- 
ing to Walter 
F. Wright, gen- 
eral sales man- 
ager. 

Northrup got 
into the auto- 
mobile business 
as the result of his football 
prowess, having been hired by 
the Willys Overland Co. in To- 
ledo as a mechanical engineer 
with the understanding that he 
would play football on the plant 
team. Part of the agreement 
was that he should be given ex- 
perience in various departments 
and before he left Willys to go 
into the army he had seen serv- 
ice in engineering, assembly, fin- 
al test, cost accounting and re- 
gional sales departments. At the 
outbreak of the war he was re- 
gional manager of the central di- 
vision. 

Back at Willys after the war 
he joined Studebaker in 1922 as 
Chicago branch manager, and 
later was with Chevrolet, Pon- 
tiac and General Motors before 
joining Graham on the coast. 








W. G. Northrup 


Car Financing Drops 
in Canada During July 
MONTREAL. — Motor vehicle 
sales financed in Canada during 
July numbered 16,018 for a to- 
tal value of $6,377,109, compared 
with 19,346 for a total of $8,167,- 
039 in June and 19,577 units for 
1937, accord- 


$8,295,513 in July, 
ing to the Dominion Bureau of 
Statistics. 

During the first seven months 
105,556 vehicles were financed 


to the extent of $45,893,864, com- 
pared with 120,296 for $51,240,- 
340 in the corresponding period 
of 1937. 





ii Sparks » 















Chris 
Sinsabaugh 


(Continued from Page 1) 


in the contract has meant to 
Pontiac dealers. 

* * oh 

CLOSED TERRITORY is a 

change in tactics that dealers 
have been clamoring for and 
which now they are generally 
getting, so I jumped the gun on 
the powwow and on a visit to 
the Pontiac factory this week I 
worked a squeeze play on Tex 
and got him talking about his 
pet theory. 

* * a 


“OUR FIRST year of closed 
territory was our best volume 
year,” said the Pontiac sales 
chieftain. “It was also the best 
profit year in the experience of 
Pontiac dealers since the car 
came on the market in 1926. In 
1938, although volume is well 
off, our dealers are getting as 
high a percentage of price class 
as in our best previous year, in- 
dicating that their proportionate 
share of the total business has 
not suffered. 

“It is my opinion that our 
business is better by reason of 
the closed territory clause. It 
has helped to make sales rather 
than retard them. Our dealers 
feel better, and certainly the 
morale of our retail salesmen has 
been greatly improved. 

aa * * 


“ONE OF THE weak points of 
previous efforts studied was the 
danger of the fringe or fudge 
line, that ‘No-man’s land’ on 
the edge of metropolitan centers. 
So we decided to eliminate that 
sore spot in our program in so 
far as it was geographically and 
physically possible. The result 
is the large number of instances 
where territorial limits corres- 
pond to the corporate limits of 
the town. By laying down an 
arbitrary line, there is no pos- 
sibility of confusion or misun- 
derstanding either naturally or 
wilfully. 


“We feel that the original pat- 
tern of the program must have 
been well laid because there 
were few instances where terri- 
torial restriction, in the judg- 
ment of dealers and the factory, 
had to be redefined in drawing 
1938 contracts. Such changes as 
were made were mostly exten- 
sions to suburbs of exclusive 
selling rights of dealers in com- 
paratively small cities. 

* x a 


“THE RESULTS of the whole 
program, frankly, have been bet- 
ter than I anticipated. And 
please understand that the fac- 
tory went into closed territory 
fully aware of the dangers in it, 
but determined to give it a fair 
trial. 


“Perhaps the best commentary 
I could make after two years of 
experience with it is to state 
that neither the factory nor a 
majority of our dealers would 
like to go back to the old meth- 
od of operating. 

cK a * 

“BRIEFLY, the terms of the 
infringement clause as set up, 
and rigidly enforced, protect a 
dealer from all other Pontiac 
dealers within a radius of 200 
miles. Metropolitan areas with a 
multiple dealer set-up are treat- 
ed as a single dealer point on the 


logical assumption that their 
operating expenses roughly par- 
allel each other’s new car 


volume. 

“If a dealer cross-sells, he is 
fined a flat $50, which the com- 
pany collects in the event the 
offense is clear-cut, and refunds 
to the offended dealer. If, how- 
ever, a reasonable doubt exists 
or the evidence shows the of- 
fending dealer acted in good 
faith, 
to the offended dealer and makes 
no attempt at collection. Rather 


than jeopardize the goodwill of} 


the company pays the $50) 


an otherwise good operator, the 
company foots the bill and 
charges it to profit and loss. It 
is a matter of record that a fair 
percentage of complaints have 
been settled in this manner. 

“A dealer who bootlegs a 
Pontiac car is fined the full 
amount of his discount and a 
flat $50 paid to the offended deal- 
er. The difference between the 
full discount and $50 goes into 
a general fund. Balances in this 
fund are apportioned at intervals 
to dealers who have _ suffered 
infringement. 

* * * 


“IN NEARLY two years of the 
operation of the closed territory 
clause less than 2,000 complaints 
have come up for investigation. 
A comparatively small propor- 
tion of the Pontiac dealer body 
has been involved in infringe- 
ment charges. 

“That an honest effort is be- 
ing made at enforcement is in- 
dicated by an examination of 
Pontiac files dealing with can- 
cellations. Persistent infringe- 
ment is a factor in a number of 
dealer cancellations and the sole 
reason in one extreme case which 
the file verifies. 

“This case has to do with a 
small dealer who for obvious 
reasons can’t be mentioned, nor 
can his location. However, he 
operated in a town of less than 
1,000 population and the sole 
reason for the cancellation as 
recorded in the central office 
ly infringed on our 

“*This dealer refuses to respect 
closed territory and has constant- 
ly infringed on our 
and dealers. During 1937 he 
purchased 35 new Pontiacs from 
us and registered 10 in his zone 
of influence.’ 

“The request for cancellation, 
it might be added, was approved. 

“Aside from such extreme 
cases, however, it is a fact that 
closed territory has had a sober- 
ing, morale-building and profit- 
yielding effect on the entire re- 


tail organization.” 
*x 1K * 


AFTER YOU read the cur- 
rent issue of Fortune Magazine 
you will come to the conclusion, 
as I have, that we are about to 
add a new word to our automo- 
bile glossary—Polaroid. All of 
us have heard of it but I doubt 
if many have appreciated just 
how it is to apply to the motor 
car. Fortune, however, has 
cleared it up for the skeptics in 
its article, “In the Light of Po- 
laroid,” bringing out how this 
new type of glass, already used 
for cameras, sunglasses, windows, 

(Continued on Page 19, Col. 1) 
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July Parts Sales Only 8% Below a Year Ago 





Court Upholds 
ICC on Control 
Of Truck Rates 


PHILADELPHIA.—tThe right 
of the Interstate Commerce 
Commission to ask the federal 
courts for injunctions to restrain 
motor freight transportation 
companies from giving rebates 
to their customers by charging 
a different transportation rate, 
was upheld by Federal Judge 
Dickinson here this week. 

His decision said to be the 
first of its kind, overruled a 
motion by counsel for the Over- 
night Motor Transportation Co. 
of Washington and Baltimore, for 
dismissal of a complaint by the 
commission that it was granting 
concessions to four Philadelphia 
meat company customers. 


Counsel for the company con- 
tended the court had no juris- 
diction for the reason that the 
alleged practices were of the 
discriminatory type, over which 
the commission itself had ex- 
clusive control and could remedy 
by cancelling the carriers’ cer- 
tificate of public convenience. 


Judge Dickinson, however, 
ruled the commission had the 
right to apply at any time for any 
injunction, which, if granted, 
would require a carrier to charge 
the rates specified in the tariffs. 








Cad.-LaSalle Exports 
at 85% of 1937 Mark 


DETROIT.—Despite the trou- 
bled condition of foreign mar- 
kets, Cadillac-LaSalle shipments 
abroad have held within 85 per 
cent of last year, general sales 
manager D. E. Ahrens announced 
this week. 

A leading favorite in European 
markets, Ahrens said, has been 
the Cadillac Sixty Special. 








On Loans of $3000 
and up .. We can 


save you money! 
We have banking con- 
nections who will ad- 
vance the full loan 
Value of your Life In- 
surance Policies at a 
saving on annual in- 
terest rates of one-third 
to one-half of the usual 
six per cent. 

Present loans refinanced 
or new loans made. 
The name of the loan- 
ing bank will be fur- 
nished upon inquiry to 
Box 171 Automotive 
News, 527 New Center 
Bldg. Confidential of 


course. 





BANTAM 60 


FOR ONLY 


* Coupe 


*399 


Delivered-Equipped at Butler Including Taxes and Accessories 
OTHER MODELS 


ROADSTER 


PANEL AND PICK-UP TRUCKS 


STATION WAGON 


4 PASSENGER SPEEDSTER 


DEALERS—YOUR TERRITORY MAY BE OPEN 


For Full Details, Wire, Write or Phone 


MERICAN BANTAM CAR CO., BUTLER, PA. 








































— >t armas e555, 








































































(1) 


for Dealers! 


PUBLISHED 


AUTOMOTIVE NEWS TRUCK, BUS & TRAILER SECTION FOR AUGUST, 1938 


Truck. 


s& Trailer Trade 


a. Abe Section of 


| Automotiue News 


The News paper 


AS A REGULAR 


the Industry 


oi 


FEATURE THE LAST SATURDAY 


Devoted to 
the Making 
and Selling 
of TRUCKS, 
BUSES and 
TRAILERS 





OF EVERY MONTH 


Trucks Pay $4.17,510,000 Special Tax 
Chairmen Named for’38 ATA Convention 


Truekin’ 


——— 


A Decade Ago 
Truckers Struggled 


Houston Writes 
Schooling Needed 


—_>—_—_- 
by 
Back Weed 


WENTY YEARS ago trucking 

was really in its infancy. 
Trucks had been manufactured 
as such for approximately 14 
years, but even then the form- 
a-truck adaptations were still 
being sold and used to make 
passenger cars over into cargo 
haulers. Just one decade ago 
there were but slightly over 
half a million trucks in exist- 
ence, some 90,000,000 less than 
were registered in the one ban- 
ner sales year of 1937. 

K * oa 

INTERCITY TRUCKING and 
transcontinental bus lines were 
but dreams of hardy souls who 


then were struggling along 
with one or two trucks, laying 
the groundwork for the Kee- 


shins and Greyhounds that were 
to follow. Well does your col- 
umnist remember the forma- 
tion of the Cloverleaf Line, the 

S. Trucking Co. and the 
State Trucking Co., pioneers in 
freight transportation in an in- 
dustry that gives regular em- 
ployment to thousands of those 
3,109,508 men who wheel trucks 
as a vocation. 


OK eo * 
ALL OF WHICH brings me 
to the main theme of. this 
month’s column. Across my 


desk this week came a reprint 
of the story written for Inter- 
national Trails by Sam MHous- 
ton, its editor who, incidentally, 
went to the same schools with 
me when we were kids back 
in the old home town. Sam’s 
story, “Transportation Engineer- 
ing for Future Trucking Execu- 
tives’, emphasizes the need for 
college training for those who 
will be the top executives in 
the trucking business of the fu- 
ture. Most of the top hands in 
the present big operating com- 


Panies came up by their boot} Connecticut, Hartford; Robert C. 
straps, received their education] Hibben, International Assn. of 
behind the wheel of a land|Ice Cream Manufacturers, Wash- 
freighter, and in the sweat of | ington. 
their tiny office tried to make O. M. Kile, Mail Order Assn. 
their incomes cover their out-|of America, Washington; F. E. 
goes and leave a little gravy. Mollin, American Natl. Live 
. + 2 Stock Assn., Denver; R. J. O’- 
THE BARD of the _Inter-| Hare, International Assn. of Milk 
national Harvester Co. dug up| Dealers, New York; L. F. Orr, 
the fact that the University of| Pet Milk Co., St. Louis; W. A. 
Michigan had a_ well-rounded | Ott, Kraft-Phenix Cheese Co., 
transportation engineering | Chicago; F. E. Packard, C hicago; 
course. which to his mind is| John B. Pymer, American Bak- 
ideally fitted to turn out trained | ers Assn., Baltimore; G. J. Pugh, 
executives for the operating} United States Brewers Assn., | 


(Continued on peas 6. €ol. 1) 











Largest Number 
Of Trucking Men 
Seen Attending 


Will Be Set 
for Delegates to 
Inspect Plants 


DETROIT. Coincident 
with the announcement by 
Ted V. Rodgers, president, 
that the American Trucking 
Assns.’ convention headquar- 
ters will be in the Statler Hotel 
during the annual get-together 
Oct. 31-Nov. 3, came the an- 
nouncement of the various com- 
mittee chairmen for the conven- 
tion. - 

James B. Godfrey jr., presi- 
dent of the Great Central Trans- 
port Corp., Detroit, was named 
general chairman; Don B. Smith, 
secretary-treasurer, Consolidated 
Freight Co., Detroit, secretary of 
general committee and chairman 
of the publicity committee; A. C. 
Scott, general manager of the 
Geo. F. Alger Co., chairman of 
truck rodeo committee; Walter 
Carey, secretary-treasurer Mo- 


torcar Transport Co., Pontiac, 
(Continued on Page 6. Col. 1) 





Day Aside 





Private Owners’ 
Group Chooses 
16 of Directors 


WASHINGTON.—At the or- 
ganization meeting of the Na- 
tional Council of Private Motor 
Truck Owners, the following 16 





directors were elected. The 
board eventually will comprise 
24 men. 


P. Arnold Anderson, Private 
Motor Carriers Bureau of Cali- 


fornia, San Francisco; James 
Cc. Bennett, Automotive Coun- 
cil, San Francisco; Fred 


Brenckman, the National Grange, 
Washington: H. C. Buckelew, 
American Institute of Laun- 
dering, Joliet, Ill.; Cecil H. 
Fisher, Institute of Makers of 
Explosives, Wilmington, Del.; N. 


|W. Ford, Manufacturers Assn. of 


(Continued on Page 4, Col. 5) 


Another Headache —«: caitoria 





CCORDING to the 1938 edition of Registration Fees 
and Special Taxes for Motor Vehicles, recently pub- 
lished by the National Highway Users Conference less 
than half of the states agree on registration requirements 
for trucks privately owned. 

In this book, we find that truck registration requirements 
fall into three separate major classes; namely, on the basis 
of rated capacity, net weight, and gross weight, with two 
states having still a different basis for registration, one 
being net weight plus rated capacity and the other load 
capacity. In order to make three major classifications, it 
is still necessary to class chassis weight under net weight 
and actual weight under gross weight. 

Even in these broad classifications we find that five 
states have additional requirements under rated capacity, 
two states have variation under net weight and one state 
adds mileage tax to the gross weight levy. 

In studying the state requirements for trucks for hire, 
one really gets a headache. Mileage taxes, usage taxes, 
compensation fees and other tax gouges are as numerous 
as the spots on a leopard. 

Considering the fact that in 1937 the trucks of this 
country paid in special taxes the startling sum of 
$417,510,000 to the states and federal government—over 
$43,469,000 more than the wholesale value of the trucks 
sold and registered that year, and over $51,748,000 more 
than the total investment in plants used to turn out the 
entire truck production—it is about time that this industry 
of ours took some steps toward at least getting the truck, 
a utility machine, on a common registration basis. 

Two great necessary jobs stare this industry in the face, 
if it is going to continue to prosper and serve this nation 
economically; viz., to get universal weight and size regu- 
lations in all states and to get universal registration re- 
quirements for all classes of not-for-hire vehicles. 

Why should a farmer in Minnesota or Nebraska, or a 
logger in Louisiana, be favored in the matter of how 
much he pays to license his truck, over the grocer, the 
baker or the milkman. All are vital to the welfare of the 
citizenry of this nation, but unfortunately, some vocations 
don’t have as much lobbying strength as others. 

With every seventh man, gainfully employed in this 
country, obtaining his living from the automotive industry, 
it seems only fitting that these persons at least be made 
conscious of the legislative needs of the truck operators. 





PAUL G. 
Foundation, 
Standard Oil Co., South Bend, Ind., a certificate of merit for never hav- 
ing an accident in over 500,000 miles of truck driving. Hoffman praised 

truck drivetgagenerally for their gentlemanly tactics. 


HOFFMAN, 
is shown awarding Edward G. 


president of Studebaker and Automotive Safety 


Braniff, commercial driver for | 


—_— 


Average Levy 
Hits $98.10 Per 


Commercial Car 





Gasoline Taxation Accounts 
for Over Half of Peak 
Year’s Total 


DETROIT.—Truck owners 
and operators in the United 
States paid out $417,510,000 
in special taxes in 1937, ac- 
cording to figures given in 
Facts and Figures issued recent- 
ly by the Automobile Manufac- 
turers Assn. 

This figure, which is the larg- 
est tax ever paid in a single 
year by the truck owners, is 
$43,469,000 more than the $374,- 
000,000 wholesale value of all 
trucks registered in the largest 
production year the industry 
ever had. It is some $51,000,000 
more than the total investment 
in plants and equipment used to 
turn out this record truck out- 
put. 

The tax, which amounted to 
an average of $98.10 per com- 
mercial vehicle licensed, does 
not include personal property 
taxes which are also levied 
against trucks in many states, 
income and property taxes on 
garages, property taxes on trucks 
in operation or taxes levied 
against repair shop and trucking 
companies. 

The $417,510,000 paid in 1937 
compares with $383,563,000 paid 
in 1936 and $150,695,000 in 1927, 
when the average tax per truck 


was $51.80. The largest item, 
(Continued on Page 2, Col. 1) 


Peper to Assist 
In Management 


Of Truck Show 


NEW YOR K.—Appointment 
of Walter S. Peper, of the Pack- 
ard Motor Car Co. of New 
York, as assistant show manager 
in charge of the fifth annual 
National Motor Truck Show, set 
for Nov. 11-17 in the New York 
Port of Authority Bldg., was 
announced this week by John 
F. Winchester, president and 
general manager of the show 
corporation. 

Prior to joining Packard, 
Peper had been connected with 
the Gulf Oil Co., Curtiss-Wright 





Corp., Bellanca Aircraft Corp. 
and Yellow Coach. 

To further facilitate arrange- 
ments for the show, Winchester 
announced, offices have been 


|opened in New York City, in 

the name of the National Motor 

| Truck Show, in Room 119 at the 
Hotel Pennsylvania. 
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Trucks Pay $417,510,000 in Special Taxes in ‘37 


Average Levy | 


Is $98.10 


In Total for Peak Year 





(Continued from Page 1) 


which went to make up this 
startling tax total, was $208,783,- 
000 in gasoline taxes on fuel 
used to operate freight carriers. 

Registration fees accounted for 
$95,115,000; miscellaneous state 
taxes totaled $17,500,000; federal 
excise tax, $85,112,000, and spe- 
cial city and county taxes $11,- 
000,000. 

Total truck and commercial 
car production is given as 947,- 
502 for 1937, with a wholesale 
value of $573, 310, 107. Total reg- 
istrations were pegged at 618,- 
249 units. 

Only eight-tenths of one per 
cent of the trucks produced in 
1937 were equipped with four- 





cylinder engines, while 68.5 
were powered with sixes and 
30.7 had eights. 

A total of 4,255,296 trucks 
were registered in the nation last 
year, with New York leading the 
states with 328,008. In order, the 
balance of the first ten leaders 
were, Texas with 314,766. Cal- 
ifornia with 295,275, Pennsyl- 
vania with 246,024, Illinois with 
214,379, Ohio 180,484, Michigan 
145,446, Wisconsin 141,208, Indi- 
ana 140,292 and Missouri tenth 
with 134,001. Vermont with but 
9,352, had the least trucks reg- 
istered of any of the states. 

One of the interesting disclos- 
ures made in this year’s Facts 























JIOTOR 


TRUCK 


SHOW INCORPORATED 


REG U S PAT OFF 


Sell Your Products to the 
Great Transportation 


Industry 


Every exhibitor at the National Motor Truck Show 
will advertise in the 





YEAR 


NATIONAL TRANSPORTATION 


The List of Exhibitors is a Blue Book 
of the 


Commercial Vehicle and Equipment 
Manufacturers of America 


Every concern which serves this giant transporta- 
tion industry should be represented in the Year 
Book—It’s the 


TRANSPORTATION BIBLE 


It will reach the desk of Managers, Fleet Execu- 


tives, 


Service Station Managers and Operators 


NATIONAL MOTOR TRUCK SHOW, INC. 


Will be held at 
PORT AUTHORITY BUILDING 


NEW YORK, N. Y. 


NOVEMBER 11-17, 1938 


Year Book Space Rates Now Available 
at Three Addresses 


Detroit—Schipper Associates, 


1235 Lafayette Building 


New York—National Motor Truck Show, Inc., Room 119, 
Hotel Pennsylvania 


Newark, N. J.—National Motor 


Truck Show, Inc., 973 


McCarter Highway 





and Figures is that out of the 
over 6,000,000 persons employed 
in the industry, 3,109,508 were 
truck drivers and 171,101 wheel- 
ed buses for their livelihood. 

It was disclosed that in 1937 
railroads used 53,162 trucks in 
storedoor pickup and delivery 
service and in auxiliary service, 
as against 45,071 in 1936, an in- 
crease of 18 per cent. In 1925, 
the rail carriers utilized but 900 
motor vehicles in this service. 

Use of trucks in pickup service, 
however, was not the only bene- 
fit accruing to the railroads from 
the automotive industry. They 
derived $473,430,667 in revenue 
from automotive freight. On gas- 
oline alone, they had revenues 
aggregating $1,212,000. 


Evans Expects 
Record in Bus 


Heater Sales 


DETROIT.—More new school 
buses will be equipped with 
Evans heaters before delivery 
this fall than ever before, ac- 
cording to W. T. Ramsay, man- 
ager of Evans Products Co.’s 
Ventilating-Heating division. 

The Evans company builds 
units of fresh-air type for school 
buses, as well as of the re-cir- 
culating type. Both single and 
double-fan models, powered by 
one or two motors, are available 
for various size buses. In many 
instances Evans ventilating sys- 
tems are built into school buses 
along with the heating equip- 
ment. This is due to the increas- 
ing emphasis school boards are 
placing on health factors in 
school bus specifications. 

Among the manufacturers, 
now making factory installations 
of Evans equipment in school 
buses, are Bender, Crown, Gil- 
lig Bros., Superior, Union City 
and Wayne. Field installations 
are made by dealers for these 
companies and by other dealers 
supplied through regular jobbing 
outlets. 

Ramsay stated that windshield 
defrosting attachments are be- 
ing installed at the same time 
as the heater in most instances. 


Longer Hours 


Asked of ICC 


WASHINGTON. — The Inter- 
state Commerce Commission has 
been asked to modify its hours- 
of-service order to permit driv- 
ers for oil field haulers to work 
14 hours a day, if necessary. 

The request was contained in 
a petition filed jointly by the 
Oil Field Division of the Texas 
Motor Transportation Assn. and 
the Mid-Continent Oil Field 
Hauler’s Conference, in which 
it was stated that the commis- 
sion’s order limiting a work day 
to 10 hours was unreasonable 
when applied to carriers of oil- 
field equipment and supplies. 

It was stated in the’ petition 
that a 10-hour maximum was 
unsatisfactory because, among 
other things, oil-field shipments 
are uncertain from day to day, 
and it is impracticable to spot 
relief drivers at certain points 
as is possible in a regular route 
operation. 

Covered Wagon Appoints 
Gardner Production Chief 
MT. CLEMENS, Mich. — Ap- 

pointment of Neil S. Gardner as 

production manager of Covered 

Wagon Co. is announced by Ar- 

thur G. Sherman, president. He 

succeeds D. R. Donaldson. 

For the past two years Gardner 
has been active in the production 
division of Covered Wagon, dur- 
ing the past nine months as as- 
sistant production manager. Be- 
fore joining Covered Wagon in 
1936 he had been connected in 
various production § capacities 
with Briggs Mfg. Co. for seven 
years; with Murray Body Co. for 
seven years; and with Packard 
Motor Co. for seven years, 














. Schaefer, general sales manager, Federal Motor Truck Co., being 


grees 
Roberts 


on his arrival at Portland, Ore., last week by officials ‘of the 
otor Co., Federal dealers of that city. Left to right: J. F. Groce, 


sales manager. Roberts Motor Co.; H. W. Roberts, general manager, Roberts 


Motor; Schaefer; O Oo. W. 


Roberts, president, Roberts Motor. 


Schaefer late 


this week completed his flying trip through the Pacific Northwest and down 
the west coast, after contacting dealers in various cities. 





Motorists to be Organized 
To Battle Trucks Traffic 





Special to Automotive News 

WASHINGTON.—With an im- 
posing roster of sponsors, an 
entirely new type of spokesman 
for automobile owners was 
launched here this week with 
the chartering of Organized 
Motorists, Inc. 

Designed to bring motorists 
all over the United States into 
one non-profit association to 
fight for greater regulation of 
buses and trucks, OMI plans “to 
investigate, collect and classify 
material and present facts and 
figures, together with the views 
of its membership, to congress, 
state legislatures and regulatory 
bodies, advocating helpful legis- 
lation and fighting measures 
deemed inimical to the interests 
of the motoring public.” 

The president of OMI, who 
will begin his work here after 
Labor Day, is Charles J. Tilden, 
chairman of the Committee on 
Transportation at Yale Uni- 
versity and president of the Eno 
Foundation for Highway Traffic 
Control. The executive vice- 
president is William Sabine, 
Washington lawyer. Charles H. 
Doing, banker, is treasurer and 
among the directors are Walter 
B. Clarkson, vice-president of 
the Chesapeake and Potomac 
Telephone Co., and former U. S. 
Senator Frederick Steiwer, of 
Oregon. 

Declaring that buses and 
trucks are multiplying in num- 
ber and size, OMI says it will 
organize the private car own- 





Carriers Must 
Report Incomes 


WASHINGTON. — Beginning 
with the quarter ending Sept. 
30, all Class 1 common and 
contract carriers must submit to 
the Interstate Commerce Com- 
mission quarterly income state- 
ments. The commission is em- 
powered to exact such state- 
he under the Motor Carrier 

ct. 

In addition, Class 1 carriers, 
those with gross annual incomes 
of $100,000 or more, were or- 
dered to submit cumulative fig- 
ures for 1938 and_ certain 
quarterly and cumulative fig- 
ures for 1937. The commission 
has issued blank forms on 
which the carriers must list 
specifically operating revenues, 
operating and maintenance ex- 
penses, and other expenses, as 
well as statistics with respect 
to truck and tractor miles. 





Data on Trailers 


WASHINGTON.—A survey of all 
state provisions, which applies to 
ownership and use of house trailers, 
has been completed by the Na- 
tional Highway Users Conference, 
with the results being presented in 
booklet form. 


ers of the nation for their pro- 
tection and united action in 
providing for their safety and 
convenience on the public high- 
ways. 

Disclaiming any intention of 
becoming rivals of existing mo- 
tor clubs, the founders of OMI 
stress that “it is not an auto- 
mobile service association. It is 
not engaged in supplying road 
maps and emblems and maga- 
zines. It is an alliance of auto- 
mobile owners for their mutual 
protection and mutual benefit.” 


Truck News 


of the Month 





Condensed review of truck 
items published in Automo- 
tive News since the last Truck, 
Bus & Trailer Trade section. 


Aug. 6—Nine truck makers 
sign for space in the Chicago 
Automobile Show. . Statler 
hotel, Detroit, announced as of- 
ficial headquarters for American 
Trucking Assns. during annual 
convention Oct. 31-Nov. 2. 

Mt. Vernon, IIl., repeals $40. 00 
tax on trucks hauling food. 
One hundred GMC trucks pur- 
chased for New York World’s 
Fair. . Federal Motor reports 
additions to dealer body. 
Truck, using new propane-bu- 
tane fuel mixture, ends test run. 

Nebraska’s gasoline trans- 
port regulatory measure held 
valid by court. . Interstate 
Commerce Commission orders 
use only of laminated glass and 
rules out case-hardened glass in 
all vehicles operating under 
Motor Carrier Act, effective 
Sept. . June truck reg- 
istration table. 


Aug. 13-19, — Diesel-powered 
trucks sold by Mack to Colonial 
Sand Co., New York. . Yellow 
Truck & Coach Mfg. Co. an- 
nounces two-week shutdown 
during changeover to new 
models. Louisiana enacts 
law _increasing carrying ca- 
pacities of trucks. . . . West Vir- 
ginia’s Mahood asks for clari- 
fication of local truckers ex- 
emption regulation. . . . Truck 
drivers strike threatened in New 
Jersey. . . . ICC sets weights 
and size regulation hearings. . 
ICC completes survey of driver 
characteristics. Six months’ 
truck registration table. 


Aug. 20.—H. O. Hill joins 
American Bosch. .. . Evans an- 
nounces new bus ventilator... - 
International curtails produc- 
tion in two plants. ... U. S. 
Chamber of Commerce 
transportation conference for 
September. General Fire 
Truck announces use of Pack- 
ard engines in fire trucks, 


calls 
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7 Dealer’ s Truck Sales Top ’37 Despite Car Slump 


ICC Sets Minimum Rates 
In New England and Central 
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mately 85 per cent of the con- 


Analysis of Individual’s 
Needs, Service Gets Credit 





By Bethune Jones 
Staff Correspondent, AN 

BROOKLYN, N. Y.—Careful 
analysis of individual transpor- 
tation requirements to assure 
sale only of suitable trucks, to- 
gether with continuously avail- 
able and efficient service facili- 
ties, brings customer satisfaction 
responsible for the commercial 
vehicle merchandising success of 
Dugal G. Campbell, Inc. (Ford) 
here. 

The firm bearing his name, 
Dugal G. Campbell told this 
correspondent, sold approximate- 
ly 1,100 new vehicle units in 
1937, of which about 40 per cent 
were commercial vehicles and 
the balance passenger cars. 

Despite a 30 per cent drop in 
total unit sales volume of new 
vehicles thus far this year, as 
compared to the corresponding 
1937 period, the number of 1938 
commercial vehicle sales _ is 
higher than for the comparable 
period of last year, he said. In 
other words, commercial vehicle 
sales have been steadily mount- 
ing, although passenger car vol- 
ume has fallen off. Campbell an- 
ticipates a spurt in passenger 
car sales in the fall, however, as 
well as continued commercial 
vehicle volume gains. 

Check All Needs 

“We sell transportation—not 
trucks,” explains Campbell in 
summarizing reasons for the 
heavy commercial vehicle sales 
volume. “We carefully check the 
transportation needs of a pros- 
pective customer and, if he 
doesn’t want to buy what we 
believe to be the proper equip- 
ment for his requirements, we 
refuse to make any sale. Volume 
truck sales are ruined by sell- 
ing prospects whatever first 
strikes their fancy regardless of 
whether it is what they really 
need.” 

Contrary to the belief of many 
dealers that it is necessary al- 
ways to carry a fairly represen- 
tative stock of commercial ve- 
hicle units on hand at all times 
to enable quick delivery, Camp- 
bell does not think this practice 
is necessary or even desirable 
from the dealer’s veiwpoint. Be- 
cause of the varying needs of 
customers, he contends, it is im- 
possible to keep a sufficiently 
representative stock on hand to 
meet them. 

“In order to assure lasting 
customer satisfaction,” he says, 
“it is best not to attempt too 
quick sales and deliveries. By 
maintaining heavy stock and 
stressing quick delivery, a dealer 
lays himself open to the tempta- 
tion of selling a unit even though 
he knows the tire size, or some 
other feature, is not the best 
available for the customer’s par- 
ticular needs. Dissatisfaction will 
result and ultimate sales volume 
will be damaged.” 

No Force Used 

Salesmen of the Campbell firm 
do not attempt to force demon- 
strations by taking units out to 
the prospect’s haul and insisting 
on making his haul with him. 
Instead, they fall back on the 
basic “satisfied customer” sales 
policy and take the prospect to 
a former purchaser whose needs 
are similar. The former purchas- 
er then turns into a Campbell 
salesman and tells the prospect 
why a similar unit will satisfy 
him also. 

The extent to which Campbell 
“satisfied customers” have be- 
come “star salesmen” is indicatec. 
by the fact that only two salcs 
employes of the firm are resu- 
larly assigned to commercial ve- 
hicle sales. 

Wherever possible, the C::mp- 
bell firm sells complete units 
and has the co-operation of 
body and equipment dealers to 
assist in making sales requiring 
special equipment. Approxi- 


cern’s commercial vehicle sales 
represent complete units. 
Trade-ins are completely re- 
conditioned and sold under a 
guarantee. The same customer 
confidence must be built in used 
vehicle sales as with the new, 
explains Campbell, since many 
of these purchasers later become 
new vehicle prospects. 
“Service facilities offer one of 
the best methods of attracting 
customers and maintaining cus- 
tomer satisfaction.” Campbell 
further explains, “Our service 
department is open 24 hours, 
with the night service provided 
primarily for the convenience of 
commercial accounts.” 


Besides being an important 









adjunct in building sales volume, 
Campbell points out that the 
service department is a major 
all-year-around revenue source, 
particularly welcome when sales 
volume lags. 


One of the major reasons for 
the customer satisfaction enjoyed 
by the Campbell firm is the me- 
ticulous treatment accorded com- 
plaints. Under a strict policy 
adhered to by the company, 
every complaint must go to 
Campbell’s desk, regardless of 
how minor it may appear or 
whether it apparently has been 
taken care of to the customer’s 
satisfaction. By mail or phone, 
Campbell himself investigates 
every complaint to make sure no 
misunderstanding is allowed to 
exist. 


To feel the pulse of the industry, 
consistent reading of Automotive 
News is a necessity. 


S the market for new truck equip- 
ment opens wider to meet the 
demands of better business, Federal 
dealers find themselves in a highly 
advantageous position. With models 
and sizes to meet every trucking 


requirement, 


the Federal dealer can 


quote on al] the business. Federal's 
price structure enables him to compete 
on even terms with anybody, and 
Federal’s famous reputation for quality 
has earned an acceptance that assures 
every Federal dealer of his share, and 
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Special to Automotive News 

WASHINGTON—An order es- 
tablishing minimum motor com- 
mon carrier rates in central 
territory and New England has 
been issued by the Interstate 
Commerce Commission for the 
purpose of stopping destructive 
rate slashing. 

The commission, finding an 
emergency existing in both 
areas, due to a schedule of 
profitless rates, prescribed mini- 
mum charges. Included among 
the exceptions are automobiles, 
livestock, household goods and 
certain petroleum products. 


The order is effective Oct. 2 
for the New England territory, 


THE LIGHT TURNS GREEN FOR BUSINESS 
AND FEDERAL DEALERS GO WITH IT 


which includes the New Eng- 
land states, most of New York 
state south of Albany, includ- 
ing the New York metropolitan 
area, and northern New Jersey. 

The central states’ decision, 
effective Oct. 5, covers rates 
between points in Illinois, In- 
diana, Iowa, Kentucky, Michi- 
gan, Missouri, New York (other 
than the part covered by the 
New England decision), Ohio, 
Pennsylvania, West Virginia and 
Wisconsin. 

The New England rates are 
to be effective for one year 
only, and at the end of six 
months the carriers must sub- 
mit new rate schedules. 





more, of sales. And because Federal 
believes that its dealers should make 
money, generous discounts are pro- 
vided to give the dealer a worthwhile 


profit on every sale. 


It pays to be in the truck business! 
And men experienced in the truck busi- 
ness know it pays to be with Federal. 
Investigate the profit opportunity of 
the Federal Franchise for your terri- 
tory. A letter to K. M. Schaefer, General 
Sales Manager, will be kept confi- 
dential and bring an immediate reply. 


FEDERAL FRUEKS 


Federal Motor Truck Company 
IN COMMERCIAL TT 


Detroit, 






Michigan 
FOR 28 YEARS 
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New Retail Delivery Truck Introduced by GMC |" 


| Nearly Doubles Body Load 
Capacity of Standard Panel 


Ala. Plans ta 
To Collect Taxes 
On Heavy Fuel 


MONTGOMERY, Ala.—Recog- 
nizing what is described as a 
“grow ng tendency” of motor 
freight lines to operate on 
heavier fuel than gasoline, the 
State Tax Commission an- 


nounced this week a drive to 
collect a state tax on _ such 
fuels. 


“The gasoline department has 
obtained information to the ef- 
fect that there is a consider- 
able quantity of motor fuel 
used in Alabama on which the 
tax is withheld by the dealers 
on the assumption that the tax 
does not apply,” a commission 
statement said. 


“With this information as a 
basis, the gasoline tax depart- 
ment has addressed a letter to 
all dealers in Alabama advising 
them that the gasoline tax must 
be paid on all commodities sold 
or withdrawn from storage in 
this state as a substitute for 
gasoline. Special emphasis _ is 
placed on those commodities 
known as gas oil or diesel oil, 
the latter of which is used quite 
extensively in many states to 
operate motor freight lines over 
the highways.” 


THE BIGGEST §¢ worTH IN 





THIS NEW “Special Delivery” unit has been introduced by GMC for 


use by bakeries, florists, etc. 


Body load capacity on the model is said 


to double the capacity of the standard panel job. 


Wittichen Heads 


Truckers in Ala. 





BIRMINGHAM, Ala.—Carl F. 
Wittichen, Birmingham transfer 
and warehouse company oper- 
ator, was elected president of 
the Motor Vehicle Assn. of 
Alabama at a_ reorganization 
meeting here this week. 


to promote the interests of the 
trucking industry in the state, 
and is an affiliate of the Ameri- 
can Trucking Assns. 

Other officers elected include 
Jack Cole, vice-president; T. H. 
Shealy, secretary - treasurer; 
several associate vice-presidents 
and a board of directors. M. C. 
Berk was named to represent 
the association at monthly ses- 
sions of the Southern Motor 
Carriers Rate Conference in 


The association originally was| Atlanta. J. B. Smiley is general 


organized about three years ago' counsel. 












THE AUTO, AIRPLANE, 


BICYCLE, BUS, MOTORCYCLE, TRUCK AND TRACTOR INDUSTRIES 


Accessibility . . . 


for convenient inspection and replacement of parts that are subject 


to wear, is the accepted essential of automotive engineering. Schrader pioneered the 


tire valve with replaceable core more than forty years ago. Today, this type of tire 


valve provides such service and = A to the users of pneumatic tires through- 


out the world as to make it the auto 


| Schrader | 


REG.U.S. PAT. OFF 





industry’s greatest five cent value. 


Schrader Tire Valves provide: 


.« The economy ofa repl aceable core, assuring 
an inspection and service everywhere. 


2. The protection of an air-tight valve cap; the 
only positive tire valve seal. 


A. SCHRADER'S SON Division of Scovill Manufacturing Company, Incorporated BROOKLYN, NEW YORK 





PONTIAC, Mich.—A_ smart 
new “stop and go” retail de- 
livery truck, which employs the 
GMC type of cab-over-engine 
design to provide an_ unob- 
structed flat floor loading space 
| 108 inches long on a wheelbase 
_| of only 112 inches, is announced 
by J. P. Little, vice-president 
directing sales of the General 
| Motors Truck and Coach divi- 


: | sion. 
, | The compact new unit, fac- 


tory-built throughout, is desig- 
nated as the “GMC Special De- 
livery”. Its styling closely re- 
sembles that of the latest high- 
way coaches. The interior di- 
mensions of the streamlined, 
steel-covered, insulated body are 
66 inches high by 68 inches wide, 
said to offer a body load ca- 
pacity almost double that of 
panel trucks of equal wheelbase. 


A wide track front axle sup- 
plements the short wheelbase in 
reducing the turning radius of 
the truck, with consequent im- 
Yrovement in maneuverability. 
Special attent‘on has been di- 
rected toward reducing driver 
fatigue. The operator sits far 
forward on a high form-fitting 
seat, from where he enjoys an 
extraordinary angle of vision 
both horizontally and vertically. 


The remote control gearshift 
lever is located on the steering 
wheel post, and the parking 
lever at the right of the seat is 
io short that the operator slides 
over it without difficulty when 
| entering or leaving the right side 
|of the driving compartment. The 
| tool box of the truck forms the 
| base of the driver’s seat. For- 
iw ard step wells on either side, 
with the steps only one foot from 
‘the ground, add further to the 
| driver’s convenience. 


Loading and unloading from 
| the rear are facilitated by a full 
| width rear extension step and 
| by the fact that the floor level 
| averages only about 31 inches 
above the pavement, depend'ng 
upon the load carried. All steel 
front doors, which may be 
locked in either open or closed 


position, slide backward into 
body recesses. The heavy rear 
door is sealed against dust and 


and provided with 
A double 


weather 
spring tension locks. 


rear door is optional at extra 
cost. 
The standard body of the 


“Special Delivery” may be fitted 
with side compartments, hangers 
or whatever type of special 
equipment is best suited to the 





Operators Draw 
Labor Contract 


CHICAGO. — Representatives 
of midwestern trucking opera- 
tors and the International 
Brotherhood of Teamsters, a 
unit of the AFL, reached an 
agreement Tuesday on terms of 
a wage-and-hour contract cover- 
ing approximately 250,000 em- 
ployes in the area. 

In a joint statement, 
mittee members said that the 
agreement would be_ presented 
to full committees of each side 
for final ratification. Terms of 
the contract, covering wag 3% 
hours and working condition 
will not be made public unti: 
Aug. 31 when the truckers’ | 
committee will meet, it was an- 
nounced. 

The agreement will 
over-the-road motor freight em- 
ployes_ in Michigan and a 
dozen other states. 





subcom- 


J. L. Keeshin, chairman of the 
employers group, said that the 
agreement was the first of its 
kind to be effected in the in- 


dustry. 


affect | 


delivery needs of various retail 
businesses. 

The motor, an L-head type 
six, said to have a high factor 
of operating economy, is made 
accessible by the lifting of a 





CHECKING spark plugs, 


ignition, 
etc., on the new GMC “Special De- 
livery” units is very simple, re- 
quiring only the lifting of the in- 
sulated floor plate over the motor. 


panel section of the insulated 
steel floor in the driving com- 
partment. Among the features of 
the motor are a_ heavy-duty 
starter, espec‘allly designed to 
stand up under severe “stop and 
go” operation, and a generator 
which provides a high rate of 
charge for slow speed operation. 


Private Owners’ 
Group Chooses 
16 of Directors 


(Continued from Page 1) 


New York; and John F. Win- 
chester, New York. 


Members of the board were 
given authority to elect the oth- 
er eight members required in 
the by-laws, with the stipula- 
tion tnat the provisions in the 
by-laws providing for geograph- 
ical (there shall be at least one 
director from each of the 12 fed- 
eral reserve districts) and voca- 
tional representation be duly 
considered. 

Among the immediate tasks 
confronting the new organization 
are: 

Assimilation of views of mem- 
bers relative to federal regula- 
tion of hours of service and 
standards of equipment of pri- 
vate motor carriers; considera- 
tion of procedure in presenting 
these views at the Interstate 
Commerce Commission hearings 
on this subject; analysis of those 
existing state laws or legisla- 
tive proposals that might be 
construed to bring the private 
carrier under. public utilities 
commission regulation the same 
as for-hire carriers; preparation 
of material for presentation be- 
fore state commissions and leg- 
islative bodies during the ses- 
sions of the 44 state legislatures 
beginning January, 1939; estab- 
lishment of the organization’s 
position with respect to national 
standards and sizes and weights. 

Other problems to be taken 
up as soon as possible are: 

Study of means to determine 
uniform method of taxing motor 
trucks, in an effort to arrive at 
|an equitable tax on_ private 
| motor trucks, graduated on the 
basis of either gross weight or 
learrying capacity; position with 
,regard to reciprocity and state 
port of entry laws; promotional 
activity to enhance safety rec- 
lord of private motor truck 
| operators: establishment of po- 
sition with regard to dedication 
of ail funds collected from spe- 
cial motor truck taxes to con- 
struction and improvement of 
roads in the interest of safety. 

The next meeting of the 
council is set for early Sep- 
tember. 
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39 Domestic Sales Top. Truck Output by 6, 000 


Registrations R Running 57% year to date, as against new U. S, Purchases labor department announced. 
Of Total Chalked Up in °3 7 \ sii sestenser ar sates’ ore|OF Trucks Rise] sis trom the Farm Securty 


DETROIT.—According to re- 


cent Department of Commerce 
figures, over 6,000 more trucks 
were sold by dealers in the do- 
mestic market the first six 
months of this year than were 
produced for this market by 
manufacturers. The production 
for the domestic market was 
190,100, while registrations were 
196,160 units. 

Last year for the same first 
six-month period, over 60,000 
more trucks and commercial 
cars were produced than were 
sold by dealers. Factory produc- 
tion in the 1937 period was 403,- 
801 units against 342,077 regis- 
trations. 

Production for the foreign 
market the first six months of 
this year was 77,257, while 26,056 
trucks and commercial cars were 
produced in Canada. Last year 
foreign production for the cor- 
responding first half was 97,510, 
which makes this year’s first 
half production for the foreign 
market 79 per cent of the same 
period in 1937. This foreign 
market position is 21 per cent 
higher than the domestic regis- 
trations for the same_ period 
against 1937. 

Total production of commercia! 
cars and trucks in this country 
was 267,357 for the first six 
months of this year as against 
501,311 for the same period in 
1937. This shows 1938 production 
as 51 per cent of 1937, as against 





Truckin’ 


(Continued from Page 1) 


trucking companies. We all 
know such men are greatly 
needed. 

During the past decade the 
truck business has emerged 
from its swadling clothes. It 
needs trained executives for its 
operating companies and it also 
needs trained men to properly 
sell its vehicles. We, in this in- 
dustry of ours, train service 
men to. efficiently supervise 
maintenance; we train engineers 
and production men to design 
and build our modern trucks, 
but how about the fellow on the 
firing line whose job it is to 
advise the purchaser on the} 
proper truck equipment for his | 


* + + 


TRUCK SELLING should at- 
tract young college men with a 
transportation engineering train- | 
ing, just as selling steel and 
machinery attracts this type of 
college graduate. Of course, 
many truck branches have 
trained salesmen handling their 
fleet accounts, men who can go 
into the buyer’s business and 
properly analyze his truck 
needs, but it is up to the deal- 
ers and the manufacturers to} 
make it worthwhile for trained | 
college men to make the selling | 
of trucks in the smaller cities | 
and to the one-two buyer, a life | 
work. 








| Mack Representatives 


Making Tours Abroad | 
LONG ISLAND CITY, N. Y.—| 
John F. Mauro, representative | 
for the Mack Co. in Europe, has | 
just completed an extensive tour | 
of European countries during | 
Which time many prospects as | 
well as customers were contact- | 


| ed. Returning to his headquarters | 


at Brussels, Belgium, Mauro ex- | 
Pressed belief in a bright out- 


| look for the future. 


; 


_ J. A. Massel, who is represent- 
ing Mack Trucks, Inc., in South 
America, is making a complete 
tour of the South American 
countries, calling on and estab- 
lishing distributorships. 


= 
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passenger car sales. Truck sales International Harvester re- 


showing only 48 per cent of last Shar : ° A Administration, as well as a 
= : ‘ . | year. a i ’\u $100,100 contract from the post 
aula a oe in the domestic)” Canadian truck production Pp a n t ue office department; Yellow Truck 
oe per cent. this year as against last, how-| wasHiInGTON—TI ..1|& Coach Mfg. Co., a $59,537 
While truck and commercial|ever, is showing a decidedly si 7 ——The federal} contract from the FSA; Fargo 
car sales to date for the year|smaller drop, 1938 production |8°vernment practically doubled | Motor Corp., a $11,380 contract 
are practically the same as for| being slightly over 81 per cent its purchases during the past| from the same agency; Jim Reed 
the first six months—57 per|of 1937. Canadian truck produc- week, an analysis of contracts | Chevrolet Co., Nashville, Tenn., 
cent—sales in July have fallen|tion for the first half of 1937 awarded under provisions of the | $11,696; Northwest Motor Co., 
off approximately four per cent.| being 31,748 vehicles. Walsh-Healey Act shows. Bethesda, Md., a Ford agency, 
This drop in sales, however, is| July registrations show six| Fifteen government agencies | $10,730. The war department 
still slightly less than the fall|manufacturers selling 60 per cent| report 188 contracts, valued at! awarded a $92,005 contract to 
off in car sales for the same pe-|of their last year’s sales, and of | $16,258,052 as compared with the | the Corbitt Co., Henderson, N.C. 
riod, which was approximately| these three—Chevrolet, White,| previous week when 14 govern- —$—$$— 


five per cent. Truck sales are|and International—are among| ment agencies reported 131 con-| Read trade news of the coach trail 
still 9 per cent better for the! the first ten in volume. tracts valued at $8,595,641, the'er industry in AN’s truck section. 


AUTOMOTIVE DEALERS: It is the Reputation of International Trucks, based on the testimony and good will of users 

® such as the Pasco Packing Association, that makes International a valuable franchise for 
dealers. Many have established a sound, profitable business with International Trucks. Ask our nearby Company 
owned branch for complete information. 
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New International Model D-30, 
a popular light heavy-duty © 
truck of 13¢-ton rating. 
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Divide a $93 repair bill by 555,000 miles and the answer, 
according to Mr. Edwards of Florida, is convincing proof 
that “the quality and expert engineering in International 
Trucks make them the most economical and dependable 


trucks on the market.” 


a If trucking costs are an item of importance in your busi- 


rr ell ness, the letter from Mr. L. C. Edwards, Jr., of the Pasco 

Sr.andjr.,of Packing Association, at the left, talks your language. 

tae, weite ws Mr. Edwards happens to be in the fruit business — but 

the letter ,e. 0 matter what your particular business may be, there are 
innumerable firms with similar problems getting the same 

highly satisfactory results from hauling by International — 

and telling us so. 

For well over 30 years, International Harvester has been 
building trucks with not only dependability in mind, but 
economy of operation as well. Time alone has not built the 
reputation and preference for these trucks — performance 
per dollar on the cost sheets has been the answer. 

Today Harvester experience and high-grade workman- 
ship are available in acompletely newline of Internationals 
ranging in size from light-delivery units to powerful six- 
wheelers. At your service, at all International dealers and 
Company-owned branches. 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue (INCORPORATED) Chicago, Hlinois 


De ee: 
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Chairmen Named For ATA’s Annual Convention 


Trucking Executives Seen 


Setting Attendance Record 





(Continued from Page 1) 


Mich., chairman of housing and 
registration committee. 


Charles Yokum, Overland 
Transportation Corp., Detroit, 
chairman of banquet and enter- 
tainment committee; Geo. Rich- 
ardson, Boulevard Transfer Co., 
Detroit, chairman parade and 
decoration committee, and Wil- 
liam Ivory, John F. Ivory Stor- 
age Co., Detroit, chairman of the 
transportation committee, Mrs. 
Edw. G. Rice, chairman, ladies 
committee. 

According to General Chair- 
man Godfrey, the Detroit asso- 
ciation is determined to make 
this year’s convention the best 


held by the national body to 
date. Tentative plans call for a 
banquet, to be held at the Ma- 
sonic Temple where ample seat- 
ing provisions are available for 
the 1,500 to 2,000 delegates and 
their guests scheduled to attend. 
After the banquet, which will 
include speakers of national 
prominence and a floor show en- 
tertainment, dancing will be 
available in the mammoth main 
dance floor of the Temple. 

Don Smith, chairman of the 
publicity committee, is forming 
his committee from the best 
newspapermen available in the 
motor industry and hopes to not 












DETROIT . 





EVANS PRODUCTS COMPANY 









ADDRESS 


Attention... 


SCHOOL BUS DEALERS! 
ponrmiss HEA TER PROFITS 


ON YOUR SEPTEMBER DELIVERIES 





The chances are that heating equipment was not 
included in the specifications of many of the buses 
you sold last spring and summer to school boards. Now 
is your opportunity to install Evans heaters and still 
make the big additional profits this equipment provides. 


One of the two most popular Evans school bus models 
is illustrated below. Available in both recirculating and 
fresh air types, Evans heaters have been proved in com- 
petitive tests superior to all others in performance and 
low amperage draw. There is a model of the right 
capacity and at the right price to fit every school bus 
need. Ask your distributor or mail the coupon below 
today for prices, discounts and installation data. If your 
distributor doesn’t have the model you want in stock, it 
can be shipped immediately from the Evans factory. 


Illustration shows Evans Model D-26, double fan, 
twin-motors, hot water heater installed 
with defroster attachment. 


VENTILATING-HEATING DIVISION 


EVANS PRODUCTS COMPANY 


Fullerton at Greenfield, Detroit, Michigan 
Please mail me today complete information including prices, 
discounts and installation data on Evans school bus heaters. 


NAME as aia — 
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MY DISTRIBUTOR____ 











only be able to keep the nation 
advised of the details of the con- 
vention prior and during the 
convention but in addition be 
able to help sell the public upon 
the vital part the truck and the 
for-hire trucking companies play 
in transporting the food stuffs 
and merchandise of America. 

Plans for the rodeo, which re- 
ceived such popular aclaim at 
last year’s convention in Louis- 
ville, both from the standpoint 
of safety as well as dem- 
onstrating the skill of trans- 
port drivers, call for obtain- 
ing a downtown location if pos- 
sible, which will not only be of 
easy access to the delegates but 
where the greatest number of 
Detroit citizens will be able to 
watch the progress of the con- 
test in which hundreds of the 
best truck drivers from all sec- 
tions of the country will com- 
pete. 

Thursday, the day following 
the last business day of the con- 
vention, is being established as 
factory visiting day, at which 
time every truck factory in the 
Detroit area will entertain. 


Internat’l-Metro 
Fleet Is Leased 
To Large Bakery 


BRIDGEPORT, Conn.—Metro- 
politan Body Co. has sold and 
delivered to the Budget Trans- 
portation Service, Inc., New 
York, the first installment of a 
fleet of Metro bodies on spe- 
cially-built streamlined Inter- 
national trucks for the use of 
Duvernoy & Sons, Inc., bakers 
for more than 3,000 restaurants, 
hotels, clubs and institutions in 
New York and vicinity. 

Nine of the big time-saving 
and labor-saving trucks were 
delivered last month to Budget 
Transportation Service, and 11 
more are contemplated in an ex- 
pansion program which Duver- 
noy now is considering. 

Purchase of this equipment 
for the rental use of one of the 
largest institutional baking es- 
tablishments in the country, was 
said by Robert D. Sidel, presi- 
dent of Budget Transportation 
Service, to mark one more step 
in the scientific development of 
faster and more efficient de- 
liveries, which, with Duvernoy 
are made four times a day. 

Drivers, who work in eight- 
hour shifts, praise the new 
trucks for their accessibility, 
and ease of handling. 

“Frequent deliveries and mul- 
tiple stops have created a prob- 
lem for merchants in this area 
which can only be solved by 
constant improvement of trans- 
portation methods,” said Sidel. 
“Operating and other costs, in- 
cluding taxes, make the problem 
even more acute as a mer- 
chant’s business grows and the 
product demand increases. 

“Accordingly, more and more 
New York concerns are adopting 
the policy of renting their de- 
livery units when they can be 
assured of trucks that add to the 
efficiency of their service and 
reduce overhead.” 
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ONE OF THE several Cummins diesel-powered trucks used by the 
Colonial Sand & Stone Co., Inc., New York City, which recently pur- 


chased several additional units. 
mixed concrete. 


Shown is a unit used in hauling ready- 





Cummins Diesel Truck 
Business Still Booming 





COLUMBUS, 


Ind.—With or-| factory building, 


in which 


ders to dieselize the equipment | nothing but the Cummins diesel- 


of three of the largest contract- 
ing concerns in New York, 
business continues to boom at 
the Cummins Engine Co., build- 
ers of automotive, marine and 
stationary diesel engines. 

During the last 30 days, the 
Cummins company has received 
orders for 112 engines from the 
Colonial Sand and Stone Co., 
Inec., of New York City, the 
largest concern of its kind in 
the United States. Sixty-two 
were for the four-cylinder model 
for replacements in old trucks, 
and 50 of the six-cylinder model 
will be installed in new Mack 
trucks now being built at the 
Mack factory in Allentown, Pa. 

The 50 new Cummins diesel- 
powered trucks were purchased 
by the New York concern at a 
cost of approximately $500,000. 
It is said to be the largest single 
order ever placed for this type 
of truck for use in the United 
States. 

Up to two years ago, diesel- 
powered dump trucks was a 
comparatively new field for the 
Cummins company. Contractors 
had contended that because of 
the short hauls usually made 
by dump trucks, diesel power 
would not be economical in 
proportion to its records on 
high-speed, interstate freight 
transfer. However, experiments 
made by these and other con- 
cerns in metropolitan New York 
City and general contractors on 
large dam jobs covering periods 
of a few months to two years, 
proved the practicability and 
economy of the diesel engine 
for short haul work, it is re- 
ported. 

The Cummins company, a 
pioneer builder of diesel en- 
gines, is now operating on the 
largest production schedule in 


its history and is carrying on 
an extensive expansion pro- 
gram. Additions to two of the 
present buildings are being con- 
structed and work on a new 


SHOWING A GROUP of new Metro bodies on specially-built Inter- 
national trucks, recently purchased by the Budget Transportation Service, 
Inc., for use of Duvernoy & Sons, bakers for more than 3,000 restaurants, 
hotels, etc. Purchase of 11 more such units is planned by Duvernoy, 





fuel system will be manufac- 
tured, is scheduled to start 
immediately. 

P. E. Letsinger, vice-president 
in charge of sales, stated that 
the company plans to double 
its present production during 
the next 12 months. This will 
be due to a new smaller diesel 
engine, built in four and six 
cylinder sizes, which has just 
started to come off the line. A 
further improvement in_ the 
fuel system is said to eliminate 
all objectionable smoke and 
odors which will make the 
diesel engine practical for city 
buses operating in heavy traffic. 
It is said that at a small cost, 
the improved fuel system can 
be adapted to all Cummins 
diesels now in service. 

The company has operated at 
near capacity for the past six 
years, and the present expan- 
sion program is its fifth during 
this time. 


Heavy Haulers 


Organize Assn; 
Hefferan Mgr. 


DETROIT.—Motor carriers, 
specializing in hauling heavy 
commodities, recently organized 
the Iron, Steel and Heavy 
Transporters Assn. Purpose of 
the organization is to obtain 
concerted action upon problems 
confronting operators of this 
type. 

The group includes heavy 
commodity transporters operat- 
ing in Michigan, Ohio, Indiana, 
Illinois, Kentucky, Pennsylvania, 
New York and West Virginia. 
The association is incorporated 
under laws of Michigan. 

A. C. Scott, secretary and 
general manager of the Geo. F. 
Alger Co., Detroit, is president 
of the new organization. Other 
officers include Edwin J. Hess, 
Hess Cartage Co., Detroit, sec- 
retary; and John J. Franko, 
Franko Brothers, Inc., Detroit, 
treasurer. 

The association will publish a 
joint tariff for its members, both 
for interstate and _ intrastate 
operations and expects to _pub- 
lish an iron and steel tariff to 
become effective early this fall. 

William R. Hefferan has been 
appointed manager, with offices 
at 1419-26 Majestic Bldg., De- 
troit. 

Hefferan formerly was as- 
sistant traffic manager of Great 
Lakes Steel Corp. He is a mem-~ 
ber of the bar and admitted to 
practice before the Interstate 
Commerce Commission. 
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Output Hits New Low of 12,965 Units This Week 








Geographical Analysis 


PASSENGER CARS 
JUNE 1938-1937 























Unit Pct. 
1938 1937 Loss Loss 
New England 10,879 26,507 15,628 58.95 
Middle Atlantic 34,530 80,751 46,221 57.24 
South Atlantic 16,821 35,381 18,560 52.46 
E. North Central 33,920 98,702 64,782 65.63 
E. South Central 5,932 14,664 8,732 59.54 
W. North Central 20,100 32,733 12,633 38.59 
W. South Central 12,057 22,762 10,705 47.03 
Mountain States . 5,201 12,852 7,651 59.53 
Pacific States . 16,965 35,884 18,919 52.72 
TOTAL ...... 156,405 360,236 203,831 56.58 
State by State 

Unit 
1938 1937 Loss 
NEW ENGLAND ..... 10,879 26,507 15,628 
RE OAc ha hiniaccneavesbectvobpeseeinies 1,356 2,698 1,342 
New Hampshire 617 1,516 899 
Vermont .......... 523 1,089 566 
Massachusetts 5,257 12,932 7,675 
Rhode Island .. 864 2,293 1,429 
Connecticut deinds 2,262 5,979 3,717 
MIDDLE ATLANTIC 34,530 80,751 46,221 
New York . 14,836 34,358 19,522 
New Jersey .. . 5,698 12,604 6,906 
Pennsylvania 13,996 33,789 19,793 
SOUTH ATLANTIC 16,821 35,381 18,560 
Delaware 487 1,096 609 
MI UI asses Wessccxisvvndsccanscti 2,339 5,175 2,836 
District of Columbia . 1,643 3,304 1,661 
Virginia ae = 2,851 5,175 2,324 
West Virginia 2,116 5,242 3,126 
North Carolina 2,297 4,716 2,419 
South Carolina 1,197 2,671 1,474 
Georgia ....... 1,995 4,796 2,801 
REA, ncsivensecess . 1,896 3,206 1,310 
E. NORTH CENTRAL . 33,920 98,702 64,782 
Ohio i 9,670 26,358 16,688 
MINN. oshsicieswvcisates’s 11,041 24,990 13,949 
eee 4,690 12,685 7,995 
ere 5,119 26,467 21,348 
WiSCOHSINT .....:.:::...... 3,400 8,202 4,802 
E. SOUTH CENTRAL .... 5,932 14,664 8,732 
POMC secs. cncessseeese 1,751 4,039 2,288 
Tennessee __............... 1,698 5,036 3,338 
Alabama . ¥ 1,442 3,499 2,057 
Mississippi ....... ' 1,041 2,090 1,049 
W. NORTH CENTRAL . 20,100 32,733 12,633 
NIRA SS cbc sacra ciasi ves veeiaeal 3,783 7,695 3,912 
OS eee 4,362 7,552 3,190 
MONIES noe 0..3560s008200: 4,218 7,746 3,528 
North Dakota ...... 641 1,261 620 
South Dakota ....... 539 1,574 1,035 
Se 1,886 3,055 1,169 
NE ossicicssckccinseress 4,671 3,850 *821 
W. SOUTH CENTRAL 12,057 22,762 10,705 
PONE 5055050501 317 898 581 
Louisiana . 1,822 3,129 1,307 
Oklahoma . 2,726 4,794 2,068 
Texas ...... ea 7,192 13,941 6,749 
MOUNTAIN STATES | 5,201 12,852 7,651 
Montana 1,113 3,005 1,892 
Idaho 629 1,441 re 

i 431 795 
oe 1,298 3,312 2,014 
Arizona . 579 ee aan 

i 261 61 
ae __ i 712 1,797 1,085 
Nevada ...... 178 470 292 
TATES 16,965 35,884 18,919 
weg FO 13,219 25,453 12,234 
Oregon 1,738 4,394 2,656 
Washington ..... 2,008 6,037 4,029 
TOTAL . 156,405 360,236 203,831 


+Estimated by AN. *Gain. 





Plant Activity 


five days at reduced rate 


a. ys wusschiaanaeuanaeanaeteeeeeiod 
Buick... 4 _teutemee ‘preparations for °39 models 
Cadillac- La Salle... ..still shut for changeover period 
Chevrolet... 1938 model production finished up 
Chrysler... still preparing for new models 
De Soto.... continues work on next year’s cars 
Dodge... producing only trucks currently 
Ford.... plans to finish ’38 production this week 
Graham.... Pere continues on shut down 
| Hudson ashe for annual changeover period 
Hupmobile.... - continues shut down 
UE. sasr vas: “wade aneccanaaonnneae 38 production is cleaned up 
eR es, se still on changeover period 
Oldsmobile... ..furthering °39 model preparations | 
Packard........ si continues work on new cars | 
Plymouth ge tting only few 1939 models perigee 
i osed down for changeover wor 
etek Be aed ba OE eg paper on 1939 preparations | 


Willys... resumes currently on 1938 cars’ 


Field Reduced 
ToFord, Willys, 
Bantam, Dodge 


By Pete Wemhoff 
Associate Editor, AN 


DETROIT.—With only Ford, 
Willys, Bantam and Dodge truck 
operating, car and truck produc- 
tion this week reached its 1938 
low of 12,965 units. The figure 
compares with a revised total of 
22,688 units a week ago and 
76,529 vehicles in the  corre- 
sponding period of last year. 

Moreover, next week’s output 
is expected to decline even fur- 
ther, with Ford assembly lines 
scheduled to wind up 1938-car 
production this week. Willys, 
which re- 
opened assem- 
bly lines this 
week after 





AN’s Production 


Estimate long idleness, 

may continue 

105,00 for another 

week or so in 

100,000— order to fill 

an influx of 

95,000— orders occa- 

sioned by re- 

90,000— cent price re- 
ductions. 

85,000— Because sub- 

assembly op- 

80,000— erations are 

<— not far enough 

75,000— Last advanced as 

Year yet, it is likely 

70,000— that 1939- 

model produc- 

65, tion will not 

naar get into Pc 

60, volume class 

es rahi mid- 

’ e of Septem- 

wae ber. Chrysler 

50,000— divisions, in- 


cluding Plym- 
outh which 
ran off about 
1,300 of the 
new models 
this week, 
hope to 
get into vol- 
ume produc- 
tion after La- 
bor Day at 
least. 
Including the 
output for this 
week, 





15,000— 


duction this month totals 69,208 
units, indicating that the final 
three working days of August 
will give the month a final total 
of between 70,000 and 80,000 
units. Jan. 1-to-Aug. 27 total 
output passed the 1,500,000-unit 
mark this week, with 1,504,685 
vehicles being turned out in the 
United States and Canada during 
that period. 


With 9,535 cars and trucks 
scheduled for this week, Ford 
led all producers, according to 
Automotive News’ estimates. 
This figure compared with 8,475 
units last week and approxi- 
mately 30,000 units in the corre- 
sponding week of 1937. 

Willys’ projected 700 for the 
week, Bantam’s 305, Dodge 
truck’s scheduled 250 units and 
the miscellaneous total of 1,150 
cars and trucks comprised the 
only other plants working this 
week on 1938 models. 


Used Car Index 


The average used car 
prices, taken from. the 
weekly Used Car Selling 
Prices chart, shows the 
following: 

High Low 
Jan. 29 $572 $501 
Feb. Average 565 497 
Mar. Average 551 494 
Apr. Average 549 494 
May Average 542 487 
June Average 527 478 
July Average §25 469 
Aug. 6 539 456 
Aug. 13 516 439 





AN’s Production Estimate 


(U. S. and Canada) 
Weeks Ended Aug. 27, Aug. 20 

















Jan. 1 Jan. 1 
Week Same Week Aug. to to 
Ending Week Ended to Aug.28 Aug. 27 
Aug. 27 1937* Aug. 20* Date* 1938* 1937* 
GEN. MOTORS ... 16,500 12,125 36,195 1,342,529 599,637 
tChevrolet $ 16,500 12,125 36,195 825,400 426,950 
Buick ............. + ¢ ¢ $ 147,287 81,607 
Pontiac ...... on + £ t $ 181,369 41,945 
Oldsmobile ..... + ¢ $ $ 155,288 36,795 
Cad.-La Salle. + t t ¢ 33,185 12,340 
PORES | cidseciesesecess 9,535 30,000 8,475 18,933 996,013 408,003 
TONE. sisissencesses 9,535 30,000 8,475 18,933 969,150 394,823 
Lin.-Zephyr .............. Ber RNC PA GUE 25,913 12,553 
ee Be cts ak aesetatins 950 627 
CHRYSLER ........ 1,550 22,300 320§ 3,065 698,200 274,374 
Plymouth ........ 1,300 11,000 ~ 1,300 325,250 137,989 
{Dodge .............. 250§ 8,500 320§ 1,765§ 250,550 80,730 
Chrysler .......... $ 2,200 < t 63,760 32,310 
De Soto .......... $ 600 t $ 58,640 23,345 
PACKARD .......... + t t $ 82,623 28,760 
THUDSON .......... $ 200 208 892 79,157 28,563 
TSTUDEBAKER $ 184 ft 242 61,377 22,728 
NASH... $ t $ 1,457 62,275 19,291 
TtWILLYS ............ 700 $ ¢ 700 60,790 8,579 
TBANTAM .......... eee 35 WOM sk cetsateecs 2,342 
GRAHAM ........... $ 320 $ 170 13,281 1,849 
HUPMOBILE me cestaaeeat $ er ciciendicaiiees 265 
TOMS. v6 sos88sics 1,150 7,025 1,525 6,380 304,866 110,294 
TOTAL ........ 12,965 76,529 22,688 69,208 3,699,777 1,504,685 
*Revised. Includes trucks. {fClosed. §Trucks only. 





Early August New Car Sales 
Are Slightly Below July 


DETROIT.—Early reports on new passenger car registrations in 
the United States in August show sales to be 7.4 per cent below 
those for the same period in July, according to R. L. Polk & Co. 
figures. 

In the Pacific Coast region, comprising Oregon, California and 
Washington, sales activity is considerably greater than for the 
country as a whole, with registrations for the early part of August 
running 5 per cent ahead of those in the same period of July. 

Activity is above the national average also in the Mountain 
region (Arizona, Colorado, Idaho, Montana, Nevada, New Mexico, 
Utah and Wyoming), according to Polk tabulations. Early August 
returns show a 3.1 per cent gain over July. 

Registrations in other sections of the country in the first third 
of August are below corresponding July records as follows: Middle 
Atlantic states, 10.4 per cent; East North Central, 6.6; West North 
Central, 16.7; South Atlantic, 8; East South Central, 3.9, and West 
South Central, 20. 


July Car Sales, Revised Down; 
Truck Total Holds Firm 


DETROIT.—States reporting since last week reveal a downward 
trend in new passenger car sales, indicating that July’s total reg- 
istrations will hover around the 150,000 to 155,000 mark. This would 
indicate a slight decline from June’s 156,405 registrations. New 
car sales in July, 1937, reached 365,767 units. The 45 states so far 
reported account for 141,192 new car sales as against 347,262 for 
the same states a year ago. 

On the other hand, late-reporting states indicate that July new 
truck sales will total around 33,000 units, thus exceeding June’s 
30,654 units and comparing with 61,686 new trucks registered in 
July, 1937. Forty-five states thus far accounted for show 28,482 
units as compared with 52,682 units in the corresponding period of 
1937. 





Passenger Car Registrations 
Six Months, Plus 45 States, for July 


July 1937. Unit 
July Pos. 1938 Pos. 1937 Pos. Loss 

Chevrolet 35,326 | 1] 275,041 | 1 | 483,195 | 2] 208,154 
Ford 28,736 | 2 | 233,566 | 2) 572,837 | 1 | 339,271 
Plymouth 21,392 | 3 | 158,194 | 3 | 310,530 | 3 | 152,336 
Buick 12,295 | 4] 92,651 4 124,508 | 7! 31,857 
Dodge 7,849 | 5 | 62,641, 5 170,416 | 4 | 107,775 
Pontiac 6,700 | 6| 57,416 | 6 | 138,884] 5 81,468 
Oldsmobile 6,450 7 4 54,252 a 127,154 | 6 | 72,902 
Packard 3,638 | 8 29,211 | 8 66,296 | 8 37,085 
Chrysler 3,571 | 9 28,888 | 9 56,536 | 10 | 27,648 
Hudson 2,821 | 11 23,968 | 10 62,207 | 9 38,239 
De Soto 2,630 | 12 21,605 | 11 47,070 | 13 | 25,465 
Studebaker 2,932 | 10 20,258 | 12 47,393 | 12 27,135 
Nash 2,408 | 13 19,881 | 13 48,244 | 11 28,363 
Cad.-LaSalle 1,792 | 14 14,748 | 14 26,316 | 15 11,568 
| Lincoln 1,238 | 15 10,717 | 15 16,374 | 16 5,657 
| Willys 935 | 16 7,887 | 16 34,660 | 14 | 26,773 
| Graham 267 | 17 2,736 | 17 9,061 | 17 | 6,325 
Misc. 212 1,977 | 1,937 | | 360 

TOTAL . 141,192 1,115,237 2,343,618 1,228,381 
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Minn. Winning War 
On ‘Racket’ Dealers 





Special to Automotive News 

DULUTH, Minn.—A campaign 
to wipe out the unlicensed auto- 
mobile dealer “racket”, that al- 
legedly has resulted in untold 
damage to the legitimate and 
licensed automobile dealer in 
Minnesota, is meeting with suc- 
cess under the guidance of the 
Minnesota state highway depart- 
ment. 


Under the direction of M. J. 
Murray, chief of the highway de- 
partment’s patrol, latest figures 
reveal that 14 operators have 
been convicted and sentenced: 





have 221A 


“SNAKING”’ 
20 TON LOGS 


TALL TIMBER—AND NO ROADS 





Out in the great Northwest, where 
lumberjacks hold the stage, is no 
place for equipment which can’t 
stand the gaff. Hardest job in a 
logging camp is “snaking” tall 
timber . often weighing 20 
tons ... over trackless spaces. For 
moving 48-ft. sections of trees from 
4’ to 8’ in diameter, the Trackson 
Company, Milwaukee, Wis., builds 
tractor-drawn hauling equipment 
called the “Trackson Logging 
Special”. Long experience has 
proved that plus-strength special 
alloy steels must be used to with- 
stand such road shocks and severe 
operating stresses. Most important 
of the many drop-forged parts 
used by Trackson are track trac- 
tion members which carry the 
brunt of shock and stress. These 
parts are made from a special al- 
loy steel containing Nickel, chrom- 
ium, and molybdenum. The 
track shoes, taking the impact and 
extreme abrasion of rocky, stump- 
strewn trails, are made from 
durable Nickel-chromium steel, 
heat treated to assure maximum 

strength and re- 

sistance to abra- 

sion and fatigue. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 


Kegistration figures are compiled from the records in the secretary of state 


27 have been apprehended, and 
497 motor vehicles impounded. 
These figures are expected to 
mount, since Murray has an- 
nounced that the campaign will 
go on until the “racket” is wiped 
out. 

The situation recently became 
so alarming in Minnesota that 
licensed automobile dealers 
gathered in the office of the 
Secretary of State at St. Paul, 
to discuss methods of fighting 
the menace. 

At this meeting, in promising 
the dealers action and 100 per 
cent support of his office, Mur- 
ray said: 

“The licensed automobile deal- 
er in Minnesota pays his regular 
dealer fees and in addition is a 
taxpayer and home owner. Fur- 
thermore, he is an important 
part of the state’s industry and 
the patrol, within its power, in- 
tends to protect him from all 
illegal and unfair competition. 

“Laws governing this phase of 
licensing lack sufficient teeth, 
in that they do not give the high- 
way department or the secretary 
of state’s office sufficient au- 
thority to end such corrupt prac- 
tice. The motor vehicle license 
fee law should be stiffened in 


this respect at the next session 
of the legislature.” 

Because of the law, the state 
patrol must confine its jurisdic- 
tion to state trunk highways. To 
wipe out the “racket,” eight 
special investigators have been 
hired on a temporary basis and 
they are meeting with success. 
“Racketeers”, who use side roads 
for transportation and put their 
motor vehicles on lots off of 
the main highways and in oil 
stations, are apprehended by 
special officers. 

The majority of the vehicles 
come from Detroit, and in the 
majority of cases are second- 
hand. Although special six-month 
Michigan dealer plates are out- 
lawed in Minnesota, the “racke- 
teers” attempt to operate on 
such plates. 

Some of the methods used by 
the “racketeers”’, are: using 
farmers and oil stations as blinds, 
operating on Michigan dealer 
license plates, and establishing 
a contact with junk yards where- 
by Minnesota license plates are 
obtained and transferred from 
vehicle to vehicle as sold. 


. Evidence collected by the high- 

way patrol, prior to the current 
campaign, revealed that activi- 
ties of the “racket” were being 
carried on on a_ widespread 
scale. 





AN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 


| Present Highways Held Safe 


For 98% of Nation’s Drivers 


NEW YORK. — Present high- 
ways are safe for 98 per cent 
of the nation’s motorists, and it) 
would be absurd “to use the | 
wealth of the nation in building 
so-called foolproof highways” in 
a futile attempt to bring safety 
to the two per cent of the reck- 
less, incautious, and other driv- 
ers causing accidents. 

That is a conclusion of R. E. 
Toms, chief of the division of 
design of the U. S. bureau of 
public roads. 

Instead of spending millions 
and billions of dollars needlessly 
in the name of highway safety, 
“a much more logical approach 
to the problem would be to ex- 
pend the proper amount of effort 
to keep the fools off the high- 
ways,” says Toms. 


“We read many suggestions 
from well-intentioned individu- 
als about designing highways 
that will automatically correct 
the mistakes of the driver, and 
that practically all accidents 
could be eliminated by applying 
known knowledge to traffic con- 
trol,” continues Toms. “These 
are desirable objectives, but are 
they possible? The answer is 
no, emphatically no.” 


Toms pointed out that about 
three per cent of the drivers us- 


ing the highways are involved 
in all accidents, resulting ip 
personal injuries in one entire 
year under survey, adding that 
‘as it is unreasonable to assume 
that every vehicle involved in 
these accidents was at fault. 
those conditions were probably 
brought about by not more than 
two per cent of the drivers. 

“This same _ percentage ob- 
tains approximately with respect 
to accidents in other years. It is 
not, known to what extent this 
small percentage of drivers were 
repeaters in such accidents. The 
essential facts are that 98 per 
cent of the drivers operating 
vehicles on the highways were 
not involved in the accidents 
that resulted in fatalities or per- 
sonal injury during the year.” 

Toms believes that engineering 
ingenuity can bring a_ higher 
factor of safety in our roads, 
but it “can never entirely com- 
pensate for human errors and 
the possibility of mechanical 
failure.”” He also points out that 
there are economic limits to the 
amounts of money which can 
wisely be expended on the high- 
ways. 





New Commercial Car Registrations, 45 States for July, 1938-1937 


Figures supplied by R. L. Polk & Co., New Jersey Motor List Co., and for New York City area by Sherlock & Arnold. 
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to Date oF t95 924115438) 5375| 71837221 1634/131292 27147) 3321! 875!44949| 3384! 7959’ 2841! 721! 3506! 3700 























New Passenger Car Registrations, 45 States for July, 1938-1937 : 


*s offices and published as released weekly in Automotive News. When all states have been reported, th t 
usually not later than the tenth of the followilg month. € entire table is reprinted. 














STATE 


127, 168] 19463|'38 Total, 34 States 
73,199) 35918)'37 for July 
2 | 655]'38 Alabama 
3 1 1192]'37 
1 if 499/'38 Colorado 
_ | of 908f'37 
1 | 703 |'38 lowa 
1110]'37 
11 3| 1849 ]’38 Kansas 
2 2 1452 }'37 
{ 557 [38 Kentucky 
1) ps 1165}'37 
| | 280 |'38 Maine 
fi 1 458 1°37 
3 3 639 [38 Michigan 
1 17} =3131 9°37 
| 627 ]'38 Nebraska 
: _ 725137 
3 i 1177 38 Qhio 
7 24] 2477937 
9 ‘| 1869]'38 Texas 
2 9} 3898]°37 
4 | 164]'38 Wyoming 
248 }'37 
161' 191] 28482]'38 Total, 45 States 
89 262] 52682]'37 for July 
1206| 1463] 224642)'38 Total. 
613! 1946] 394759 |'37 to Date 
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1938 Delivered 
Price List 


Following ts a list of new passenger 
car delivered prices for 1938 at point of 
manufacture Prices shown, with the 
exception of Willys-Overland, include 
standard equipment and federal taxes. 
Willys prices do not tnclude federal tax. 
Ford and Lincoln-Zephyr prices do not 


nelude transpertation or taxes. 

BANT*®™ Cpe $299. spec. rdstr., $449: 
stand est 79) =«6deluxe rdstr., $525; 
é-pass «peedster $49750; deluxe speed- 
ster 8549 station wagon, $565 

BUICK. Series 40-Conv. phae., $1,406; 
4dr. tour sed., $1,047; 2-dr. spt. sed., 
go81; bus. cpe., $945; conv. cpe., (r.s.), 
$1,103; spt. cpe., op. seat, $1,001; 4-dr. 


spt. sed., $1,022; 2-dr. tour. sed., $1,006. 
Series 60—Conv. phae., $1,713; 4-dr. tour. 
sed., $1,297; conv. cpe., $1,359; spt. cpe., 
op. seat, $1,226; 4-dr. spt. sed., $1,272; 
2-dr. tour, sed., $1,256. Series 80—Conv. 
phae., $1,983; tour. sed., $1,645; formal 
tour. sed., $1,645; spt. sed., $1,645. Series 
90—8-pass. tour. sed., $2,350; 6-pass. tour. 
sed., $2,176. 

CADILLAC, Series 38-60—Cpe., $1,695; 
tour, sed., $1,780; conv. cpe., $1,815; 5- 
pass. conv. sed., $2,215. Sixty Special— 
Tour. sed., $2,090. V-8, Series 38-65—Tour. 
sed., $2,290; tour. sed. (div.), $2,360; conv. 
sed., $2,605. Series 38-75 Fleetwood—5- 
pass. tour. sed., $3,080; 7-pass. tour. sed., 
$3,210; 2-pas. cpe., $3,280; 5-pass. cpe., 
$3,380; 5-pass. town sed. (trunk), $3,635; 


2-pass. conv. cpe., $3,380; 5-pass. conv. 
sed. (trunk), $3,945; 8-pass. tour. sed., 
$3,105. 


CHEVROLET, Master Series—Sed., $730: 
coach, $668; cpe., $648; cab., $755; town 
sed., $689; spt. sed., $750. Deluxe Series 
—Sed., $796; coach, $730; cpe., $714; spt. 
cpe., $750; town sed., $750; spt. sed., $817. 

CHRYSLER, Royal—Cpe., $918; r.s. 
cpe., $963; brough., $963; tour. brough., 


$975; 4-dr. sed., $998; 4-dr. tour. sed., 

$1,010. Imperial—Cpe., $1,123; r.s. cpe., 

$1,160; tour. brough., $1,165; tour. sed., 

$1,198. 

DE SOTO—Bus. cpe., $870; tour. 

brough., $930; 4-dr. sed., $958; 4-dr. — 
sed., 


sed., $970; conv. cpe., $1,045; conv. 
$1,375; 7-pass. sed., $1,195; lim., $1,285. 

DODGE—Bus. cpe., $808; r.s. cpe., $858; 
2-dr. sed., $858; 4-dr. sed., $898; 2-dr. 
tour. sed., $870; 4-dr. tour. sed., $910. 

FORD, 60 h.p.—2-dr. sed., $640; 4-dr. 
sed., $685; cpe., $595. 85 h.p.—2-dr. sed., 
$665; 4-dr. sed., $701; cpe., $625; deluxe 
2-dr. sed., $725; deluxe 4-dr. sed., $770; 
epe., $685; club cpe., $745; conv. cpe., 
$770; conv. club cpe., $800; phae., $820; 
conv. sed., $900. 

GRAHAM — Standard cpe., $995; sed., 
$1,025; spec. cpe., $1,095; spec. sed., $1,- 
075; supercharger sed., $1,198; super- 
charger cpe., $1,230; cus. supercharger 
cpe., $1,320; cus, supercharger sed., $1,320. 

HUDSON, 112 Standard—3-pass. cpe., 
$694; 4-pass. Vict. cpe., $740; sed., $755; 
brough., $724; tour. brough., $743; tour. 
sed., $775; conv. brough., $886; utility 
coach, $697; tour. utility coach, $716; 
utility cpe., $724. Series 81, Terraplane 
Deluxe—Brough., $822; tour. brough., 
$843; sed., $864; tour. sed., $884; 3-pass. 
cpe., $789; Vict. cpe., $833; conv. cpe., 
$926; conv. brough., $990. Series 84, Eight 
Deluxe—Brough., $1,028; tour. brough., 
$1,049; sed., $1,060; tour. sed., $1,080; 3- 
pass. cpe., $990; Vict. cpe., $1,031; conv. 
cpe., $1,121; conv. brough., $1,185. 

HUPP—Stand. six 4-dr. sed., $1,045; 
reg. six 4-dr. sed., $1,180; deluxe six 4- 
dr. sed., $1,222; cus. six 4-dr. sed., $1,340; 
reg. eight 4-dr. sed., $1,325; deluxe eight 
4-dr. sed., $1,365; cus. eight 4-dr. sed., 
$1,465. 

LINCOLN-ZEPHYR—Cpe., $1,295; 2-dr. 
sed., $1,355; 4-dr. sed., $1,375; lim., $1,550; 
conv. cpe., $1,650; conv. sed., $1,790. 

LASALLE, V-8 Series 38-50 — 2-pass. 
cpe., $1,295; 5-pass. tour. cpe., $1,345; 5- 
pass. tour. sed., $1,385; 2-pass. conv. cpe., 
$1,420; 5-pass. conv. sed., $1,825. 

NASH, Master Series—Nash-LaFayette 
bus. cpe., $770; 2-dr. sed., $805; 4-dr. 
sed., $850; 4-dr. sed., $850. Deluxe—Nash- 
LaFayette conv. cab., $940; 5-pass. cpe., 
$860; 2-dr. sed, $855; bus. cpe., $820; 4- 
dr., sed., $900. Ambassador Six—Conv. 
cab., $1,090; 5-pass. cpe., $1,015; 2-dr. 
sed., $1,000; bus. cpe., $970; 4-dr. sed., 
$1,050. Ambassador Eight—Conv. cab., 
$1,240; 5-pass. cpe., $1,165; 2-dr. sed., $1,- 
150; bus. cpe., $1,120; 4-dr. sed., $1,200. 


OLDSMOBILE, Six — Bus. cpe., $870; 
club cpe., $926; 2-dr. sed., $916; 2-dr. 
tour. sed., $941; 4-dr. sed., $967; 4-dr. 


tour. sed., $992; conv. cpe., $1,043. Eight 
—Bus. cpe., $986; club cpe., $1,032; 2-dr. 
sed., $1,027; 2-dr. tour. sed., $1,053; 4-dr. 
sed., $1,078; 4-dr. tour. sed., $1,104; conv. 
cpe., $1,160. 

PLYMOUTH, Business Line—Cpe., $645; 


2-dr., $685; 4-dr., $730. Deluxe — Cpe., 
$730; cpe. with r.s., $770; conv. cpe., $850; 
2-dr. $773; 2-dr. tour., $785; 4-dr., $803; 
4-dr. tour., $815; 7-pass., $1,005; lim., 
$1,095. 

PONTIAC, Six—Cpe., $835; spt. cpe., 
$891; cabr., $993; 2-dr. sed., $865; 2-dr. 
tour. sed., $891; 4-dr. sed., $016; 4-dr. 
tour. sed., $942; conv. phae., $1,310. 
Eight—Cpe., $898; spt. cpe., $955; cabr., 
$1,057; 2-dr. sed., $934; 2-dr. tour. sed., 
$960; 4-dr. sed., $980; 4-dr. tour. sed., 


$1,006; conv. phae., $1,353. 

PACKARD (5-wheel equip.), Six—4-dr. 
tour. sed., $1,070; 2-dr. tour. sed., $1,040; 
club cpe., $1,020; 2-dr. 4-pass. cpe., $1,135; 
bus. cpe., $975. Eight—4-dr. tour. sed., 
$1,325; 2-dr. tour. sed., $1,295; club cpe., 
$1,270; 2-dr. 4-pass. conv. cpe., $1,365; 
conv. sed., $1,650; bus. cpe., $1,225. Eight 
Deluxe—4-dr. tour. sed., $1,540. Super 
Eight—4-dr. tour. sed., $2,790; 4-dr. tour. 
sed., $2,995; club sed., $2,990; 5-pass. cpe., 
$2,965; 2-dr. 4-pass. cpe., $2,925; 2-dr. 4- 
Pass. conv. cpe., $3,210; Vict., $3,670; 7- 
Twelve—¢-dr. tour. sed., $4,155; club sed., 


$4,255; S-pass. cpe., $4,185. 

STUDEBAKER, Commander — 3-pass 
bus. cpe., $875; 3-pass. cus. cpe., $900; 
club sed., $955; cruis. sed., $965; conv. 
Sed., £1,315. State Commander — 3-pass. 
cus. cpe., $965; club sed., $1,030; cruis. 
sed., $1,040; conv. sed., $1,365. State 


President—3-pass. cus. cpe., $1,130; club 
sed., $1,195; cruis. sed., $1,205; conv. sed., 
$1,555. 

WILLYS—Stand. cpe., $499; deluxe cpe., | 
$574; stand. clipper, $539; deluxe clipper, 
$575; stand. 4-dr, sed., $563; deluxe 4-dr. 
Sed., $614; custom 4-dr. sed., 8700. 
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Actual top and bottom prices on 1935, 1936 
and 1937 Used Cars, as advertised in local 
SEDAN prices 
Newspapers co- 
Boston Globe; New York 
Journal - American, World - Telegram; 





Atlanta Georgian-American; Pittsburgh Press; 
Cleveland Plain Dealer; Detroit News; Chicago 


Herald Examiner; St. Louis Globe-Democrat; 
Cincinnati Post; Minneapolis Journal; Los An- 
geles Daily News, Examiner; San Francisco 
Chronicle. 


newspapers of current week. 
only used in this comparison. 
operating include: 
Times, 


Used Car Selling Prices 


(As Advertised, Week Ending Aug. 13, 1938) 


eS ta a Saat acacia 
MAKE Cinti. Minn. St.Louis L.A. San Fr. Nat. Av. 
SSS SSS see eS 








Boston N.Y. Atlanta Pittsbrg. Cleve. Detroit Chicago 











Buick “40” 37 | $625-$695 |$785-$825|$795 |$695-$775 |$675-$697 |$695 | $695-$795|$775 $645-$775/$ \$735-$775|$ |$694-$760 
°36| 545- 595| 575 545 | 575 | 575— 625| 445 | 495- 595) 545- 575| 585 | 595 | 565- 595) 585 | 531- 590 
35 | | | 325- 375| 425 | | 365- 395) 395 | 385 | | 485 | | 345- 410 
Buick “50-60” 37] | 795— 850! | 795 l l | 775 l l | | 795 | 925 | 795- 828 
36 | | 675 | | | 625 | | | | | 595 | | 595- 650 
"35| 465 | 450-465 


| 450 | | | | | | 

Chevrolet Master ~~ '37i_~—~=«d+ 450~~—~«(+ «50 ~~«| 465 ~~~«| 4as~ 495) 305. ~~)~~SCS*~*~C~SC*STS)SS*~*~*~S Ca S*ds Cd se) ae a 

°36| 339- 375) | 325 | 325- 475) 265- 315| | 399 | 395 | 314- 392 
*35 | | 225 | 295 | 235— 385| 215- 285| 245 | | | T 295 | | 225- 301 
°37| 560 | 575 525— 565| 495—- 545) 450- 575| 478- 497| 495 495- 565, 525- 555) 545 | 595- 625| 625— 685; 520- 572 
36] 397 | 450 350 | 395— 479| 365- 425| 347- 395| 375- 395! 395- 425; 415 | 445- 525] 525 | 382- 443 
35] 295- 325) | | 325- 345| 245 | | 325— 345) 345 | 399 395 | 335— 345) | 305- 357 
Chrysler Six *37| 695 | 625- 649) | 605— 675| 585- 695| 545 | 575— 595| 547 | 695 | 695 | 795 | 580- 687 
—. A Sf 88S 585) AS S| 8S S| 8S 8S 

"35 | | | 385 | 375— 415; 335- 375] 295 | 395 | | | 365— 395) 535 | 343-— 417 
Chrysler Eight "37 | 699 | | | 635- 695| 695 | 895 | 635- 762 


| 
36] | | | | | | | | | | 
Sniaiiiaipeatinaingsi "35 | | | | | 475 | | | | | | | 475 
| 
| 
| 


Chevrolet Master DeLuxe 





795 | | 795 


De Soto °37| 645- 675) | 645 | 545- 565; 645- 665| 567 565— 595) 527- 545 | 645- 765| 775 | 591- 654 
| 545 | 425- 545| | 425- 504 


*36| 475 | 539 | | 425 | 455 | 465 
35] | | 


ee eseeesene ee | 325 | 365 | 
"37| 545- 645) 529- 645) 595- 645| 565- 625| 535- 645| 567- 595] 
36] 495 | | 390- 395| 399- 495| 395- 495| 395- 425) 
'35| 395 l | 295 | 295—= 385| 295- 395| 225 | 
°37| 395- 435| 429- 450! 375- 395| 365- 395| 350- 475| 315- 395] 
'36 | I | | 279- 295| 265- 395| 225- 319] 
"351 | | 225 | 195— 225| 165- 265| 135- 189] 170 
37] 475- 550| 435- 475| 460- 495| 435- 459| 445- 475| 365- 485) 445 | 565 | 525 | 495 | 495- 595| 625 | 444- 516 
36] 345- 350| 345 | 345- 395| 325- 349] 295- 375| 245- 325| 350- 365| 335- 365| 425 | 385 | 395 | | 323- 373 


$e SAS— 350) 345 | 345- 395] 325- 349) 295- 375) 245- 325) 350-365) 335- 365) 425 | 385 | 395 | | 323~ 37. 
*35| 235- 275) | 295 | 245— 275| 175— 295| 165- 210| 245 | 269- 295| 295- 365) | 295 | | 231- 283 
| | 845 | 675- 775| 580- 810 


| 325- 415 
| 564— 632 


| 465 | 
550— 575| 645- 675| 695 
| 425- 575) | 421- 493 
| 350— 395| 445 | 292- 401 
| 475— 485| 495- 535| 400- 451 
| 276— 367 
| 165- 231 


| 
545— 595| 595 | 645 
525 445- 495) 495- 535) 
415 325 | 450 | 
| 527 | | 415 
| 315 | 365 | 325- 425| 285- 375| 445 
| 225 | 1 | 250 | 295 








Ford Standard 


Ford DeLuxe 








"371 435 

36 | | 
351 | 
"37| 815- 865| 875 | 


Hudson Terraplane 
| 335- 423 


| 270- 323 
| 805- 862 
| 593- 655 
| 425- 532 
| 720- 813 
| 550- 626 


325- 365| 375- 387) | 549 
| 275 | | | 375 
| | | | | 
565- 595) | | 545- 595| 695 | 
75 1 | | | 385 | 595 
695- 795) | | 775- 849) 
575 | | | | 625- 639) 

| | | | | 


| 495 | 395 
| 345— 385| 285 | 325 | 195 
| 845 | | 795 
*36| 665- 695| 635 I | 675- 695| 475 


°35| 495- 525) | | | 395 | 
*37| 835 | 795— 845) | 729- 795| 665- 825) 660- 745! 
36] | | | 595 | 527— 695) 499 


351 | | | | | 
Nash LaFayette "371 l l | 539- 575| 495- 595| 470 545-- 585| 497 l | 526- 544 
495 l | 445- 495 


| 
l 
] l 
36] 445 | | | | | | | 
TTT TTI I eee 
l | | | 
| | 


Graham 37] | | | | | 485 | | | 
36 | | | | 299 | 350 | 395 | 445 | | 450 | 595 | 325- 471 
"35 | | | 175 | 240- 325) | 235 | 295 | | | 495 | | 217- 372 
Hudson Six 371 | | | | | 527 | | | | | | | 527 
"36 | | | 425- 445] 450 | 425 | | | | | 444 | | 425- 446 
-sceecieiaiiianieniacnaeteiianianei etme lainineabenanihetinialinaniainaciianmniaininennant tetas inndineieeniian 
Hudson Eight '37| | | | | | | | | | | | 
"36 | | | 475 | | 540 | 595 | | | 495 | | 485- 568 
35] 300 | | | | | 345 | | | | | | 300- 345 
| l | 585 | 485- 495| | 547 1 560 | | 595 | 695 | 460- 580 
| 
| 


| 

! 

| 

| 
345- 395) 295 | 

|__ 295 

| 

| 

| 


- 


Lincoln Zephyr 


"351 | | 

371 | | | 495 | 675 45— 795| 745 | 570— 738 

| | | 395 | 425- 625) | | 410— 507 

35] | | | 249- 269| 445 | | | | | | | | 249- 357 

°37| 625- 745| 625- 675| 695 | 645- 665| 625- 725) 595- 615! 595- 695) 670- 765 595 | 695- 745| 795 | 630- 712 
| 490 | 645- 695) 473- 516 


465- 4997 545- 575| 425- 475| 399- 465| 445- 535| 395- 425] 465-- 495) 525 


36] 425_ 


——_ 











ere TE EEE —— 
cane eee ee nee eee ee ————————EEEeEeEeEeEeE—EEEEEE—_—————— 
"37 |_ 625-745) 625- 675) 685 ee 2 oN 

"36 








°35| 375- 395) | | 305— 350| 325- 465| | 435 365 | | 395 | 335- 401 
Olds Eight °37| 695- 795| 735 | | 795 | 695 | 795 695 | 697 | 695 | | 695- 738 
36) 495- 525] | 495 | 495 | 545 | | 525 | | | | 585 | 665 | 495- 548 
35) 415 | | | 395 | 345 | | | 420 | | | | | 370- 418 
Pontiac Six *37| 567 | 645 | 575 | 595- 695| 575- 695| 635 | 595 | 575- 675 | 595 | 690- 695) | 600— 645 
36] 435- 495| 475 | | 395- 485) 365- 475] 365- 395) 395- 495| 435- 449) 445 | 495 | 465- 495! 425 | 408— 466 
SS | | 295 | 195- 395| 265 ! | 345 | | 385 | | 252- 375 


35] 375 | 
| 655 fl ] l fl l l | 655 


t 

Pontiac Eight 371 I - . | 
°36| 465- 545) | | | 525 | | | | | | 580 | | 495- 563 
nS "B51 345 | | | | | | 420 | | 385 | | | 365- 420 
37] 795 | 765- 795| | | 745- 795| 677- 688| | | 895 | 775 1 749- 865| 825 | 734- 804 
nee 


Packard 120 : 
| 565- 595) 565 | 595 | 495—- 595) 485- 495| 625 | 585 | 645 645 | 625 | 695 | 528— 610 


| 495 | 545 | | 413— 528 






















| 195 | 295 | 225~ 365) 
*37] 575- 585| 569- 595| 535- 625| 525- 595| 465- 545| 495- 497/495 | 485- 4957 535- 595 495- 510! 545- 625) 650 | 522- 568 


Plymouth DeLuxe 
"36| 450- 485 | 375- 395| 425- 445! 425- 445| 385 | 375— 425| 395- 420 425- 495) 365- 375 435- 535 408- 441 
285- 295/ 360 295— 345! 245 | | 345 275- 336 





Se l | 495 | 350 l | 445 | 445 
Plymouth 37 | | | 525 | 475- 495| 425- 575) | | | 450- 532 
36 | 375 | 295- 475| | 325 | 345 | | 310- 398 

| | | | 210- 330 


35 | 
| 595 l | 625- 645| 545 | 625 595- 645 665- 795 585- 661 


r 37] 495 a 
Studebaker Dictato 495 j 445- 545 445- 520 





















’ | | 

= 1 l | 225 385 | 295 445 365 260-398 
LS) LE EE ES 

36 | | | 645 645 

35 | | 195 495 
Willys "37| 369 410 275- 350 295 295 335 325 _| 325-395 515 303- 401 

36] L it 189- 220 325. | 189= 273 

35 | £74 | l l | l 245 245 


National Average, All Makes, $439-$516 


Used Car Selling Prices, as advertised in the classified section of metropolitan newspapers nationally, are compiled 
exclusively by Automotive News as a copyrighted feature. This is the first time anywhere that bona fide top and 
bottom prices have been compiled from published figures to establish the trend of the market and the resulting 
national index. Where no prices are qugted, no car of make and model was offered during the period covered, 
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Automobile Industry Regains Wall Street Spotlight 


Parts Prospects 
Studied as Key 


To Fall Quarter 


Special to Automotive News 


NEW YORK.—tThe automobile 
industry came back into the 
Wall Street spotlight this week 
and what the Street saw was 
favorable in the main. Par- 
ticularly inviting was the pros- 
pect offered by the parts and 
accessory division of the in- 
dustry. 

What is happening in this di- 
vision is given large importance 
here because of what it fore- 
casts for the other sections of 
the industry for later months— 
particularly the fourth quarter. 

It now is accepted in Wall 
Street without much question 
that the motor car business is 
set for a good final three months. 
How far the improvement will 
go into next year is a question 
—an important one—to which 





Hupp Assured 
Of $2,000,000 in 
New Finances 


DETROIT.—S. L. Davis, vet- 
eran Chicago Hupp distributor 
recently elected president of the 
Hupp Motor 
Car Corp., an- 
nounced this 
week that Hupp 
has been as- 
sured from all 
sources of close 
to $2,000,000 
with which to 
finance its pro- 
gram for 1939. 

ss The annual 
S. L. Davis meeting of the 
stockholders of the Hupp Motor 
Car Corp. has been called for 
Sept. 14 at Richmond, Va. Davis 
said at this meeting stockholders 
would be asked to authorize an 
additional million shares of stock, 
thus putting the company in a 
position to secure an additional 
$3,000,000 at any time it might be 
required. 

Davis emphasized that Hupp 
has no funded debt, no preferred 
stock and that current ratio of 
assets to liabilities was over 
seven to one. The company is 
said to have the lowest over- 
head of any in the automobile 
industry and, according to Da- 
vis, can operate in the black on 
an annual production of only 
25,000 cars. 

In Detroit alone Hupp has 
production facilities permitting 
an output of 100,000 cars a year. 
Due to the company’s practice 
of annual charge-offs on physi- 
cal equipment, Hupp finds itself 
today with an extremely low 
carrying cost on fixed invest- 
ments. Its plants, he points out, 
are up-to-date in every respect 
and require no additional capi- 
tal investment for new equip- 
ment or facilities for the 1939 
program beyond Hupp’s recent 
purchase of dies, tools, jigs and 
inventory of a value approxi- 
mating $1,000,000. 








ee 





Better Sales Reported 
by Wis. Parts Makers 

MILWAUKEE, Wis. — Manu- 
facturers of automobile parts 
here report somewhat improved 
business as automobile makers 
begin production on 1939 models, 
and various of the firms are 
calling men back to work. 

The A. O. Smith Corp., Briggs 
& Stratton Corp., Ladish Drop 
Forge Co., and the Clum Manu- 
facturing Co., all report some 
increase in the shipment of 
equipment for new automobile 
models. 


no one cares to attempt a seri- 
ous answer. 

Discussions of the 1939 out- 
look continue to be hedged 
around with all sorts of con- 
ditions. There appear to be no 
decided convictions one way or 
another. . 

It may be the source of some 
encouragement that whereas no 
one will go on record with the 
prediction that 1939 will be a 
big year, no one seems anxious 
to forecast with any definiteness 
that it will be a poor year. 


And now, in contrast to a few 
months ago, there is an almost 
unanimous opinion that produc- 
tion and sales of automobiles of 
the 1939 models will exceed 
those of the season now coming 
to a close. 


What Wall Street is as much 
interested in as the prospect for 
sales is the prospect for earn- 
ings—or more accurately, 
whether the margin of profit per 
unit can be raised to a reason- 
able level. Cost of materials is 
somewhat below a year ago but 
there can be little advantage in 
this without a good expansion 
in production and sales. 

The AWN stock price averages 
for Aug. 24 compared as follows 
with the preceding week and a 
year: 

Last This Year 
Week Week Change Ago 
24 MOtOTS oo... 31.23 33.41 +2.18 42.37 
10 car-truck co.’s 31.75 33.90 +2.15 43.56 
10 parts-acces. .... 26.86 29.38 +2.47 40.30 
4tire-rubbers .... 25.11 27.11 +2.00 41.55 

The report of American Busi- 
ness Shares, Inc., an investment 
trust, revealed that it had pur- 
chased in the first half of this 
year, 200 shares of Borg-Warner, 
1,200 shares of Electric Auto- 
Lite, 2,200 shares of General 
Motors, 200 shares of Libbey- 
Owens-Ford, 200 shares of Mack 
Trucks and 200 shares of Tim- 
ken Roller Bearing. 





Peninsular Metal Has 
Small Loss in Half 


DETROIT.—Peninsular Metal 
Products Corp. for the six months 
ended June 30 reports net loss 
of $16,148 after depreciation, 
taxes, etc. 

This compares with net profit 
of $211,119 or 60 cents a share, 
on the 347,920 common shares 
outstanding in the corresponding 
period of 1937. 


Chris Sinsabaugh’s sparkling 
“Sparks” column read by the 
“‘wide-awake” in the industry. 


Last Minute Wall Street Wires 


New York, Friday, Aug. 26 (3:25 p. m.)—Motor parts 
stocks were active in response to the improved inven- 


tory position of the automotive industry. 


Later profit 


taking, however, stopped the general forward ad- 
vance and cancelled or reduced the moderate gains. 


GM Jobs, Wages Withstand 





Severity of 


Profits Drop 





NEW YORK.—A review of 
General Motors business for the 
first six months of 1938, sent to 
employes this week, reveals that 
sales volume and the company’s 
earnings declined far more se- 
verely than employment and 
weekly wages. 

Dollar sales of General Motors 
products in the first six months 
of this year were 38 per cent less 
than for the same period in 1937, 
and the company’s earnings were 
70 per cent less, according to 
charts reproduced in the review. 

The average employment, 
however, was down only 27 per 
cent for the same comparable 
period, and weekly pay checks 
were 25 per cent less. This last 
percentage figure is for the sec- 
ond quarter only, because tem- 
porary stoppages of work early 
last year prevented comparison 
which included the first quarter. 

Though the hourly wage rates 
paid were the highest in the 
history of the company, aver- 
age weekly earnings were lower 
than last year, due to the short- 
er work week. This shorter week, 
however, helped to provide a 
greater number of jobs. 

The bulletin to employes points 
out that two out of every five 
jobs in General Motors have 
been made possible by surplus 
—the additional capital earned 
and put back to work. In addi- 
tion, it was pointed out, this use 
of surplus has created jobs in 
other industries. 

The bulletin explains that sur- 
plus does not mean excess money 
in the bank, or excess something 
else that is not needed. It is 
explained that “surplus” of a 
company means about the same 





AUTOMOTIVE STOCK QUOTATIONS 
At Close of Markets Friday, Aug. 26 


(Furnished by Wm. C. Roney Co., Detroit) 








Last Sale Last Sale 
1938 Aug. Aug. 1938 Aug. Aug. 
High Low NEW YORK 26 19 High Low NEW YORK 26 19 
54% 34% Allis Chalm. . 494% 4934, 53 23% L.-O.-F. Glass.. 53 49 
32% 125g Amn. C. & F... 2 27 29 16 Mack Trucks .. 26% 25 
2234 9% Amn. Chain ... 20% 20 28% 15% Midland Steel .. 27% ........ 
6% 2% Auburn Auto . 4 4 22% 104% Motor Prod. .... 213g 20% 
24% 85g Bendix Avia. .. 23% 22%] 14% #8 Motor Wheel . 14% 14% 
65% 3934 Beth. Steel ...... 59% 5654] 10% 4 Murray Corp... 94% 9% 
303g 153g Bohn A & B.... 28% 27 12% 6% Nash Kelv. ...... 104% 10 
36 1644 Borg-Warner... 35 32%1 19% 9% Pacific Mills .... ........ 15 
37% 12% Briggs Mfg. .... 36 335g] 5% $=$3% Packard .............. 5% 5 
6%, 3% Budd Mfg., E.G 5% 5% 3 1% Reo Mtr. ......... 2% 2 
542 3 Budd Wheel ... 5% a 20% 11% Republic Steel. 18% 18 
77 353g Chrysler .. .. 15% 712544 163g 10% Socony Vac. ... 144% 14% 
281% 15% Cleve. Gr. Br... 28% ........ 43g 2 Sparks-With. . 3% 3% 
38% 13% Collins & Aik... 374% 35 17% 7% Spicer Mfg. .... 16 14% 
50% 23 Com. Credit ...49% 47%] 12% $6 Stewart-Warn.. 11% 10% 
59 31% Coml. Inv. T..... 55% 53 8% 3% Studebaker . 8% 8% 
1% % Contl. Mtrs. .. 1% 1% 53g 2%, ThermoidCo. .. 5% 4% 
6 3% Curtiss-W. ..... 5% 5%] 20 84% Thomp. Prod. .. 184% 18% 
24% 125g Curtiss-W. A .. 225g 23 16 8 Timk-Det. . 1538 15% 
135% 901% du Pont ...........133% 130%] 52%, 31% Timk. Roll. B... 525g 49% 
22% 10% Eaton Mfg. ....... 2254 ........ 244% 13% U. S. Ind. Alco. 23% . 
30% 13% Elec. Auto-Lite 304 2654] 48 21 Uz. S. Rubber... 46% 4534 
31% 21% Elec. Stor. Bat... .. ..4109% 6134 West’house ......104 102% 
145, 5% Evans Prod. 135g 1234] 154% 6% White Mtrs. 14 13% 
5% 2% Federal Mtr. 5% 5% 3 1% Willys-Over. . 2% 2% 
25% 16% Firestone T&R. 23% 21%] 215g 8% Yellow Truck . 19% 19% 
234 1% Gabriel Co. A. 2% . 254%. 93g Young S & W.. 25 0 
4542 27144 Gen. Elec. 42% 42% CHICAGO 
50 251% Gen. Mtrs. 49%, 47%] 13, % Asbestos Mfg... 1% 1% 
27% 13 Glidden 2334 23%] 245g 834 Bendix Avia. . 24 2234 
2534 10 Goodrich B. F. 24% 243%:] 36 16% Borg-Warn. 35 32% 
30% 15% Goodyear T&R 29 28%] 17 5% Houd.-Hersh. B 165g 145g 
2 % Graham-Paige 1% 1%] 27% 18 =Modine Mfg. 25 24 
3% 1% Hayes Body .. 3 2%4| 29 22 Perfect Circle . 28 25 
17 6 Houd.-Hersh. B 16% 14% 1% 14 Pines Winter. . Sy % 
32 17% Houd.-Hersh. A 32 542 2%4 Woodall Ind. 4% 5 
10 =865 §6Hudson Mtr. 9% 9 DETROIT 
1%  % Hupp Mtr. 1% 1%] 2534 12% Bower Roll. B. 2534 
70 48 Inter. Harv. 60 358 14 6 Federal Mogul . 13% 
99%, 58 Johns-Man. 98 96 15 814 Motor Wheel . 15 P 
133, 4% Kelsey Hayes . 13% 10%] 10% 4% Murray Corp. 9% 9% 
9 3 Kel.-Hayes B 8% 7% 20%, 14% Park Rust 18 165% 
23% 10% Lee R & T 22% 20 342 1% Penn Metal 2% 2% 


as savings for a family, such as 
a house and lot, furniture, an 
automobile, insurance policies, 
household appliances and cash in 
the bank. Similarly, the savings 
—or “surplus’—of a company 
usually are represented by land, 
buildings, machinery, tools, 
stocks of raw materials, addi- 
tional working funds—in fact all 
of the things that have been 
added as a business grew. 


Sharp Pickup 
In Steel Output 
Seen in Sept. 


YOUNGSTOWN, O.—Steel 
sales executives are looking for- 
ward expectantly to a consider- 
able improvement in Youngs- 
town district steel mill opera- 
tions after Labor Day, as 
sharply -improved automobile 
steel orders begin pouring into 
district mill sales offices. 


The district operating rate of 
44 per cent is by far the best 
since early last fall. It is already 
a few points ahead of the na- 
tional ingot rate output, esti- 
mated this week at 41 per cent, 
and far ahead of Pittsburgh, 
Chicago, and Philadelphia steel 
districts. 

All of the local steel producers 
—Youngstown Sheet & Tube Co., 
Republic Steel Corp., Carnegie 
Steel Corp.—as well as the one 
independent rolling mill, Maho- 








July Production 
Of Casings Up, 
Shipments Fall 


NEW YORK. — According to 
statistics released this week by 
the Rubber Manufacturers Assn., 
Inc., shipments of pneumatic 
casings during July, estimated at 
3,947,431 units, show a decrease 
of 2.9 per cent under shipments 
made in June. 

Although July shipments were 
23.9 per cent below shipments 
for July, 1937, pneumatic cas- 
ings in the hands of manu- 
facturers continued to decline. 
July 31 inventory is estimated 
at 8,201,415 units, which is 6.4 
per cent under stocks on hand 
June 30, and 29.6 per cent be- 
low stocks on hand July 31, 
1937. 

The association estimates pro- 
duction of pneumatic casings for 
July at 3,352,601 units, which is 
the highest month’s production 
since last October and repre- 
sents an increase of 7.8 per cent 
above June, but 21.9 per cent 
below July, 1937. 

The actual figures follow: 





PNEUMATIC CASINGS 
Ship’mts. Prod’n. Inventory 
July, 1938 3,947,431 3,352,601 8,201,415 
June, 1938 14,066,918 13,109,170 $8,762,674 
May, 1938 . t3,405,036 12,723,524 9,855,360 
Apr., 1938 $3,272,875 2,737,235 10,316,774 
First Seven 
Mos., 1938 22,442,255 19,729,183 oon 
July, 1937 5,190,107 4,291,660 11,654,114 
First Seven 
Mos., 1937 36,181,409 36,854,048 
INNER TUBES 
July, 1938 3,356,929 2,784.418 17,511,679 
June, 1938 . ¢3,629,224 $2,717,316 8,107,626 
May, 1938 — 2,889,799 12,260,841 9,010,245 
Apr., 1938 . ¢2,781,908 12,199,116 9,524,959 
First Seven 
Mos., 1938 19,753,456 16,986,445 
July, 1937 5,046,041 4,019,188 10,869,252 
First Seven 
Mos., 1937 34,924,873 35,032,365 
tRevised 





Plans Plant Additions 
ORRVILLE, O.—An addition, pro- 
viding 6,000 square feet of floor space, 
is being buiit by the Orrville Body 
Co., manufacturers of truck bodies 
and sleeper cabs. The new building 
will adjoin the present factory. 


To feel the pulse of the industry, 
consistent reading of Automotive 
News is a necessity. 





ning Valley Steel Co., and thel]/ 


smaller fabricating plants, ex- 
pect to benefit substantially from 
the improved automobile volume. 





Finance Company Plans 
to Join Sales Crusade 


NEWARK, N. J.—Plans to tie 
in with the national salesmen’s 
crusade have been made by dis- 
trict sales managers of Personal 
Finance Companies in 28 states, 
Fred C. Eibell, sales manager of 
Beneficial Management Corp., 
announced at a conference of 
district sales managers of the 
companies held here this week. 
An effort to effect an increase 
in the sales of all kinds of re- 
tail commodities will be made by 
sales and field forces, Eibell 
said, adding that shortly after 
Labor Day an announcement will 
be made by the companies of a 
new combined merchant credit 
and consumer credit plan, en- 
abling consumers to be financed 
to make cash purchases of dur- 
able goods or for professional 
services. 


Louisville Again Captures 
Industrial Safety Contest 
LOUISVILLE.—For the fourth 

time, the Louisville Safety 

Council has won the National 

Industrial Safety Contest, it was 

announced Tuesday by Warren 

T. Green, vice-president of the 

council in charge of industrial 

safety. No other city has won the 
trophy more than once. 
Louisville led Kansas City by 

-11 points, while Grand Rapids 

was third, finishing .03 points 

ahead of Newark. 


Coming Events 


SEPTEMBER 
13-14—Alexandria Bay, N. Y. Empire 
State Automobile Merchants Assn. 
Annual Conclave. 
York. National Transporta- 
Meeting. 
Production 


Inc., 
14-16—New 
tion Engineering 
30-Dec. 2—SAE National 

Meeting. 


OCTOBER 
0-1—-Saie, Okla. SAE Fuels, Lubricants 
ee a 
10-12—New Orleans. National Assn. of 
Independent Tire Dealers. Annual 
convention. 
13-15—Los Angeles. SAE National Atr- 
craft Production Meeting. 
15-23—Prague, Czechoslovakia. Automo- 
bile Show. 
31-Nov. 2—Detroit. American Trucking 
Assns. conclave. Hotel Statler. 


NOVEMBER 
11-17—New York. National Motor Truck 


Show. 
at-1— ew York. Natienal Automobile 


ow. 
11-18—Pittsburgh. Automobile Show. 
11-19—Detroit. Automobile Show. 
11-19—San Francisco. Automobile show. 
12-18—Columbus, 0. Automobile Show. 


12-19—Chicago. Automobile Show, a 
12-19—Philadelphia. Automobile Show. 
12-19—Boston. Automobile Show. 
12-19—Milwaukee. Automobile Show. 
12-19—Buffalo. Automobile Show. 
12-19—Minneapolis. Automobile Show. 
12-20—Los Angeles. Automobile Show. 
13-19—St. Louis. Automobile Show. 
14—New York. SAE Annual Dinner, 
Commodore Hotel. . 
14-16—New York. SAE National Trans 
portation Engineering Meeting. ih 
14-19—Elmira, N. ¥. Automobile Show. 
14-19—New Haven, Conn. Automo 
Show. 
19-25—Indianapolis. Automobile Show. 
19-26—Baltimore. Automobile Show, a 
19-26—Rochester, N. ¥. Automobile Ss one 
19-26—Washington, D. C. Automo 
Show.* 
19-26—Montreal. Automobile Show. , 
20-26—Cincinnati. Automobile Show. ow 
26-Dec. 3—Newark. Automobile Show: 


DECEMBER a 
5-10—Chicago. Automotive Service 
dustries Show, Navy Pier. 
5-10—Denver. Automobile Show. 
JANUARY 


9-13—Detroit. SAE Annual Meeting. 
N.B.—Omaha and Kansas City this 
voted not to hold automobile show 


year. 
*Tentative. 
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and movies is coming into the 
automobile picture. The article 
explains the mysteries of Po- 
laroid and makes it clear to us 
that eventually Polaroid, like 
safety glass is going to be a ne- 
cessity in the operation of the 
modern motor car. Just when I 
cannot say, but it looks like an 
eventuality. 
H oe of 


LIKE THE diesel engine when 
it first came into our picture, 
Polaroid is a little above my 
head right now, in that when it 
comes to things technical I am 
singularly dense, so I have had 
to rely on a man who knows 
what makes the wheels’ go 
round and what makes the clock 
tick—Bill Crowly, research en- 
gineer, who thusly analyzes for 
me the automobile angle on 
Polaroid and the part it may 
play in making for greater safety 
on the highways. 

% cd ES 

QUOTING CROWLY: 

“Perils of night there always 
will be on the roads of our cos- 
mos, for never shall we be able 
to afford the Utopian luxury of 
roads flooded from sunset to 
sun-up with light as clear as 
day. Yet eventually, I have al- 
ways thought, science in busi- 
ness will rid our headlights of 
their glare—for this is a great 
need and necessity is the mother 
of invention—and when _ head- 
light glare can be banished we 
can use more powerful beams 
to see further ahead. The peril of 
darkness itself will remain, but 
as darkness is pushed further 
back by more light the peril 
will be more remote. 

* * BS 


“EVEN NOW there looms in 
the offing a development which 
promises more than its fore- 
runners to secure for us greater 
safety as we drive through the 
night. It comes with that trin- 
ity of sponsorship essential to 
the general adoption of any new 
contrivance: soundness of prin- 
ciple, robustness of finance, and 


°39 Nash Output 
Concentrated at 
Plant in Kenosha 


KENOSHA, Wis.—R. A. De- 
Vlieg, general works manager of 
the Nash Motors division of the 
Nash - Kelvinator Corp.,  an- 
nounced to 800 Racine employes 
Aug. 20 that the production of 
1939 models would be concen- 
trated in the Kenosha plant tem- 
porarily “and until such a time 
as sufficient increase in volume 
permits of operations in the Ra- 
cine plant. 

“Complications in production 
and shipments arising as a re- 
sult of the shrinkage in volume 
of the motor industry have made 
it necessary to confine operations 
to the one plant in Kenosha 
where facilities will be adequate 
for their 1939 series and until 
there is a more general rise in 
business,” the statement de- 
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Chris 
y Sinsabaugh 


ability for honest, 
and perserving promotion, for 
back of that third factor many a 
good trick has been lost to the 
world. Polaroid has all three and 
Polaroid is making a bid to the 
motor world after graduation in 
the optical world. 
* ae Bo 


“POLAROID is a screen of 
microscopically small light-de- 
flecting crystals synthetically 
held in a sheet of flexible trans- 
parent material as thin as cel- 
lophane, sandwiched for protec- 
tion between thin sheets of glass. 
Eastman Kodak was its first big 
business patron. The Eastman 
Pola-screen light filters have 
been on the market about three 
years. American Optical Co. 
uses this material for sun-glasses 
—$3.75 a pair—but for night 


resourceful 


driving the mere use of Polar- 
oid glasses for the eyes does not 
suffice. That means of reducing 
the glare of oncoming headlight 
|entails sacrifice of a certain 
measure of visibility in the area 
of illumination of one’s own 
| driving lights. The other fellow’s 
| headlights 





should be Polaroid 
screened. 
a me : 
“ACTUALLY it comes down 


to a 50-50 proposition. All head- 
lights would have to be polarized 
and every driver should use a 
Polaroid visor. Which brings the 
problem of abolition of headlight 
glare into a legislative category 
like that which enforced the 
adoption of non-shatterable glass 
for windscreens and windows. 
The burden of demonstration 
would again be upon the auto 
manufacturers and as they blaze 
the trail the state governments 
could follow up. Inevitably there 
would be a transition period of 
some years, but each passing 
year would show a betterment— 
greater comfort in night driving, 
smaller risks, fewer deaths.” 


‘ son, 


Seattle Dealers 


Stocks in 


Report 
Good Shape 





Special to Automotive News 

SEATTLE.—Dealers stocks of 
present year models here are 
reported in good shape, with no 
heavy overloading. 


Advertising stresses “no fi- 
nance charges — no _ interest 
charges,” but there are no price 
discounts being given. Indirect- 
ly, however, this is being ac- 
complished by rather wild trad- 
ing on used cars. 


Local dealers have no used 
ear control of any kind at this 
time. Eager to have the floors 
all clear for 1939 models, dealers 
are actively using every effort 
possible to bring this about. 


Automotvie service and re- 
pair lines as a general thing are 
reporting August as being the 
best month of the year. Crop 
harvests and a good fishing sea- 
lately augmented by an 


unusual run of big schools of 
tuna fish off the Washington and 
Oregon coasts, are market stimu- 
lants. This state has its biggest 
apple crop in years, and com- 
pared to the rest of the country, 
the situation is favorable for the 
local growers. 

Advertising campaigns are 
being lined up to move the apple 
crop, and also the salmon catch 
of this season, which is a big 
one. Crops that bring in out- 
side money are making for a 
favorable automobile market 
undertone. 


Foundry is Reopened 


PONTIAC.—Operations have been 
resumed by the foundry of the Pon- 
tiac Motor Co., according to P. H. 
MacGregor, factory superintendent. 
Operations will be increased as the 
other plants open. 











Why we spend 


real money to tell your 
customers that “every car 





has 3 grades of performance” 


we you sell a car you’re really not 
selling so many pounds of iron, 


steel and rubber. You’re really selling 


thousands of miles of driving. Since 


the performance of any car depends so 


much on the grade of gasoline used and 


the spark setting ...it is important that 


your customer understand these facts: 


1. The farther the spark of a modern car is 


advanced, up 
performance, 


to the point of maximum 
the more power you can get. 


2. The spark can’t be advanced any farther 
than the anti-knock quality of the gaso- 
line permits...without‘‘knock”’or‘‘ping.”’ 


3. Because there are three grades of gasoline 
there are naturally three grades of per- 
formance in every car. These three grades 
of performance are: 


Power 





ETHYL GASOLINE CORPORATIG 


Poor performance 


with ‘‘*low grade’’ gasoline 


There is no anti-knock fluid (containing 
tetraethyl lead) in “low grade” gasoline. 


is lost because the spark must be 


retarded to prevent “knock” or “ping.” 








Good performance 
with ‘‘regular’’ gasoline 


Most regular gasoline has in it anti-knock 
fluid (containing tetraethyl lead). The spark 
can be considerably advanced for more 
power without “knock” or “ping.” 


Best performance with 
gasoline containing ‘‘ETHYL”’ 


Gasoline “with ETHYL” is highest in all- 
round quality. It has enough anti-knock 
fluid (containing tetraethyl lead) so that 
the spark can be fully advanced for max- 
imum power and economy without 
“knock” or “ping.” 


Our advertising makes it easier for you 


to convince your customer that he 


should use the better grades of gaso- 


line. It helps owners to get more from 


their cars... helps you to make repeat 


sales. That’s why you—as well as the 


Ethyl Gasoline Corporation—benefit 


from every cent spent to put the facts 


about gasoline and car pertormance be- 


fore the motoring public. 


nufacturer of anti-knock fluids used by oil companies to improve gasoline 
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We predzct that the 1938 AUTOMOBILE 
SHOWS will prove the most important 
in the history of this industry! 


Founded in 1925 as Automotive Daily News 


Antomotiue Neus 


The Newspaper of the Industry 





will therefor cover these Shows from Coast-to-Coast 
with our own editorial staff and local correspondents 
reporting: 

1. Show Attendance. 

2. Public acceptance of the new cars shown. 


3. Dealer reaction to the new models from 
actual contact with prospects and buyers. 


EVERY MAN IN THIS INDUSTRY WILL BE 
A COVER-TO-COVER READER OF THESE... 


3’ BIG SHOW ISSUES 








SATURDAY SATURDAY 
NOV. 5th NOVEMBER 12th rare ay 
° Z PRINTED IN 3 SECTIONS! NOV. 19th 
PRE-SHO 1—Regular black-and-white news section. * 
2—1939 ALBUM OF AMERICAN AUTOMOBILES, Post Show 
I S S UE printed in rotogravure, completely illustrat- a % U E 
Cc A ; ing all models and features of all American = = 
Jar nnouncements. cars. Sold on the newsstands nationally at 7s 
Roster of Who’s Who 25c per copy. With complete reports 
at New York Show 3—NEW YORK TRUCK SHOW SECTION, com- on results of every 
Pee 5 pletely covering the new commercial car ’ : So 
and Hotel Locations. models and roster of all exhibitors at the Show held in America 
Truck Shows. 


Make Reservations for Your Advertising in 
These 3 Big Show Issues Now .. THIS IS THE YEAR! 
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